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A General F eeling That Real House 
Cleaning Time Is at Hand 


ency to restrict clearance sales or to eliminate 
them altogether. 

There was good reason for adopting such a policy. 
In the first place shoes have been worth more than 
money. That is to say, it would not be possible to 
go into the market and replace shoes in stock at the 
price at which they were bought. 

When the last restrictions were put into effect, 
styles became more stable and there was not the 
liability to loss from changing styles that had faced 
the merchant in normal times. 

Colors were also restricted and many merchants felt 
that the colored shoes in stock which did not conform 
to the restrictions, but which the war industries board 
urged the public to buy, were worth a premium. In 
many instances such shoes really brought a premium. 
A condition really arose where merchants were hold- 


: "en several seasons back there has been a tend- 


ing rather than pushing certain classes of shoes because - 


they felt surer of the demand than of the supply. 

The public have been “Bulls” rather than “Bears” 
in the shoe market. They have demanded what they 
wanted to satisfy their tastes and ideas of style rather 
than clamoring for shoes at a price. In other words, 
it has not been a question of getting the cheapest thing 
possible to answer the required purpose, but a ques- 
tion of getting snap, style, beauty, and quality— 
price being a secondary consideration. 

The mind of the average American has been 
wrought up to, and held in, a state of excitement. 
The general public, men and women alike, have had 


more money to spend than ever before and conse- 
quently have indulged in a higher class of merchandise, 
in more luxurious clothing, furniture, entertainments, 
etc. than ever before. 

Selling has been easy and profits have been good. 
Many merchants have found it necessary to go out- 
side of their regular lines and buy from factories and 
wholesalers who, heretofore, have been strangers to 
them. ‘ 
The result of all this has been that the average 
merchant today finds his stock cluttered up with a 
conglomerate mess of short lots; an accumulation of 
vari-hued, vari-shaped, vari-styled shoes, that are 
really ludicrous but which at the same time present 
an element of tragedy. The tragic part of the situa- 
tion lies in the fact that a large part of the profit sup- 
posed to have been made during the seasons while 
this conglomeration has been accumulating—the 
paper profit as shown by the inventory—is tied up 
in these off-color, off-size shoes. Fora composite size 
sheet will undoubtedly show that the majority of 
them are end sizes. 

Business is now good; very few merchants have 
any complaint to make of the year 1918 nor of that 
part of 1919 that has passed into history. Leather 
prices and shoe prices are yet strong and firm with 
little indication of weakening, and yet it is not time 
to take a breathing spell; to sit down and quietly 
contemplate the future. 

Here is the way the manager of the shoe depart- 
ment of one of the largest stores of the Middle West 
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sizes up the situation. ‘During the past few seasons 
we have not been particular about reducing our stock; 
have not worried about carrying goods over; but 
this year when we came to take inventory we were 
amazed at the accumulation of short lots. We have 
bought from more different firms, since shoes have 
been scarce, than was our custom in normal times; 
consequently we have more stock numbers on our 
books than ever before. 

I believe, even though prices are firm, that it is 
time to clean house. Styles for Fall will undoubtedly 
be somewhat different from what has prevailed for 
the past season or two, and the public, with plenty of 
mohey to spend, will demand the new creations. 

I find we have quite a lot of shoes that were bought 
back in the days when prices were more normal— 
bought in face of the advance to save the difference. 
I am “‘selling’”’ these to the basement department at 
less than the original cost so they will go out of that 
department at a nice profit and yet give the public 
some real “‘old time”’ bargains. 1 have here a list of 
all short lots, many of them absolutely up to the 
minute in style, but all are going on to the bargain 
counters at prices that will move them out quickly. 
Every pair will carry a P. M. according to price and 
desirability so there will be an inducement to sales- 
people to push them. These P. M.’s, by the way, are 
charged to merchandise account and not to selling 
expense. 

“The profits of this department have been good, 
so it can afford to take a loss for a month, if neces- 
sary, in order to be clean. Then whether prices go 


up, remain firm, or recede a trifle, we will be in posi- 









Feb. 8, 1919 












tion whén Fall comes to have a clean, fresh stock, and 
not be hampered with a lot of shelf warmers, off sizes 
and off colors. 

“Tt is a well-established fact that in a rush season, 
salespeople do not have in mind the short lots and 
off-color stuff but sell what the public asks for. Sell 
the shoes that are being shown in the show windows.” 

Here is this man’s plan of stock liquidation. He 
believes the first loss is the smallest loss. No matter 
where prices may go in the future, style and quality 
will continue to be the ruling factors in merchandis- 
ing; quality shoes of good appearance and fitting 
qualities will be more profitable than shoes carried 
over even though the cost should be higher. 

Some merchants have adopted a different means 
to the same end: instead of waiting for an end of the 
season sale, have kept continuous watch on the short 
lots; loaded them with P. M.’s and kept them moy- 
ing all through the selling season. 

But no matter what selling policy may be adopted 
it is safe to accept the advice of the wholesaler, quoted 
in the first editorial of January 25 issue of the “Re- 
corder”: ‘‘The next six months should be a period 
of stock liquidation with the average retail shoe 
merchant.” 





Protecting Trade Names and 
“Good Will’? 
VIDENTLY, we may expect progress in the mat- 
ter of trade marks and their protection and 
safeguarding, not only with reference to what might 
be termed international piracy but also with regard to 


x 








+ 


and manufacturers of Europe and America. 


finished materials to go into effect March Ist. 








“Recorder’’ European Party Reaches London, February 5 


The European party of shoe manufacturers and tanners landed in London, all safe and sound, 
February 5, on the first step of their trade mission, reciprocally advantageous to the merchants 


Their conferences this week in England will be most beneficial because of the timeliness of 
such meetings bearing, as they do, on the news that England is placing an embargo on all 


The trade is fortunate indeed in having on the spot this group of trade experts. 
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strictly domestic abuses of our own. For example; 
a Federal court has dismissed an indictment found 
against a manufacturer who had refused to sell fixed 
priced, trade-marked goods to a “cut-price”’ dealer, 
and a Federal trade board has recommended that 
the law making this an offense be done away with, 
entirely. 

The pretense of the cut-rate dealers in books, 
safety razors, cameras, or what not, that their tactics 
were beneficial to the consumer, could not stand the 
test of redson and logic for a moment. No possible 





which the producer had secured and maintained 











good, only demoralization of trade and restriction of 
useful enterprise, could come from the enforcement 
of rules of law which made it impossible to build up 
trade on a useful patented article or an article upon 


a definite trade mark. The “cut-rate” strategy 
for making the public believe in the fiction of 
lower prices on all goods was clear enough to 
any observer with mercantile experience; but the 
laws of the land should protect the inexperienced 
also. > , 
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New York Shoe Merchants Organize 


Empire State Joins the American Movement of Organizing for the Betterment 
of the Craft Through National, State and Local Community Association 


Rochester, N. Y. 


ELIEVING that co-operation should be the watchword 
of the future and of these days of reconstruction, lead- 
ing shoe merchants of New York State met at the 

Powers Hotel, Rochester, and organized a State Association 
which is to be affiliated with the National Shoe Retailers’ 
Association. 

The convention was opened at ten o’clock, Monday morn- 
ing, February 3. William Pidgeon, Jr., president of the Roch- 
ester Retail Shoe Dealers’ Association, presided as temporary 
chairman and explained the purpose and plans of the Associa- 
tion. Hon. Charles E. Ogden, representing the -Mayor of 
Rochester, extended the keys of the city and a word of wel- 
come, advising the delegates to paint the town red for after 
the first of July they knew what was going to happen. Fred 
L. Meyers, former Secretary of the Rochester Shoe Dealers’ 
Association acted as secretary pro-tem. 


The Morning Session 


The forenoon session was given over to routine business 
and a lively discussion of questions of interest. A. F. Sloane, 
field Secretary of the National Shoe Retailers’ Associations 
spoke on the value of organization stating that there was no 
retailer so small that he could not add something, or no 
retailer so large that he could not get something from associa- 
tion. After reading letters and telegrams of good wishes from 
prominent New York State Shoe Retailers, Chairman 
Pidgeon, appointed a committee composed of Arthur Joseph, 
Brooklyn; Harry Chase, Rochester; A. F. Sloane, Oxford, 
Ohio; Mortimer Rosenfeld, Elmira, and E. C. Shields, Roch- 


ester, to draft and report on a.Constitution for the Associa- 
tion. 


New Officers Elected 


At the afternoon session the constitution was formally read 
and adopted and officers were elected. For the coming* year 
the Association will be guided by: President, Ernest N. Park, 
Syracuse; first vice-president, William Pidgeon, Jr., Roch- 
ester; second vice-president, Kenneth M. Watters, Buffalo; 
third vice-president, H. Irving Pratt, Oswego; fourth vice- 
president, Burke J. Gosper, Elmira; treasurer, Percey E. 
Hart, New York; secretary, Harry E. Phelan, Rochester. 

Directors for three years, John Slater, New York; M. 
Hughey, Watkins; W. W. Dusenberry, Geneva; Ben Jacob- 
son, New York; J.S. Bungher, Cohoes. For two years, R. H. 
Webster, Rochester; W. W. Spragge, Buffalo; J. T. Huff, 
Herkimer; Malcolm Feary, Albany; E. T. Elithorpe, Water- 
town. For one year, E. D. Gildersleeve, Poughkeepsie; Ar- 
thur Joseph, Brooklyn; J. L. Patten, Schenectady; E. B. 
Eastwood, Rochester; Wm. Platner, Fort Plains. 


Two Offers of Convention Cities 

After the formal business of the meeting was disposed of 
Clarke Rowley of the Rochester Association of Traveling 
Shoe Salesmen extended an invitation to hold the State 
Convention in Rochester at the time of the Style Show which 
will be held early in July. Ben Jacobson of New York, also 
brought an invitation from the Bush Terminal Company of 
New York, to hold the convention in the company’s new 
display building located on 42d Street near Broadway. 
New York. 
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Pro 
at 


President—ERNEST N. PARK, Syracuse 

First Vice-President— WILLIAM PIDGEON, JR. 
Rochester 

Second Vice-President—KENNETH M. WAT- 
TERS, Buffalo 


JOHN SLATER, New York 
M. HUGHEY, Watkins 


R. H. WEBSTER, Rochester 
W. W. SPRAGGE, Buffalo 


E. D. GILDERSLEEVE, Poughkeepsie 
ARTHUR JOSEPH, Brooklyn 





Officers of the New York Retail Shoe Dealers’ Asociation 


Oswego 
Elmira 
Secretary—HARRY E. PHELAN, Rochester 


DIRECTORS FOR THREE YEARS 


J. S. BUNGHER, Cohoes 


DIRECTORS FOR TWO YEARS 


E. T. ELITHORPE, Watertown 


‘DIRECTORS FOR ONE YEAR 


WM. PLATNER, Fort Plains 


Third Vice-President—H. IRVING PRATT, 


Fourth Vice-President—BURKE J. GOSPER, 


Treasurer—PERCEY E. HART, New York 


W. W. DUSENBERRY, Geneva 
- BEN JACOBSON, New York 


J. T. HUFF, Herkimer 
MALCOM FEARY, Albany 


J. L. PATTEN, Schenectady 
E. B. EASTWOOD, Rochester 








Organized 218 Strong 


The membership at the time of organization included 218 
retailers which makes the New York Association the largest 
yet organized. Among the visiting delegates were: Daniel 
F. Dugan and Homer Tinkelpaugh, Albion; James Tye, 
Avon; H. L. Carpenter, Bergen; Frank C. Shafer, Brock- 
port; Louis Edelstein, Brooklyn; Arthur Joseph, New York; 
K. M. Watters, Phil Sprague, Fred Becker, Jacob Meyer, 
Chas. A. Feeley, E. J. Oberlin, A. G. Redline, F. E. Feeley, 
Edw. P. Zohn, Geo. Bensinger, F. L. Geline, J. T. Leader, 
C. W. Fromhardt and Max Harrison of Buffalo; M. A. 
Fisher, Clyde; J. W. Angel, M. E. Saway and Joseph F. 
Hart, Cortland; Bert J. Gosper and Mortimer Rosenfield, 
Elmira; Joseph Dusenberry, Geneva; C. A. Frazier, Hilton; 
C. J. Heron, Ithaca; J. V. Slack, Medina; S. S. Boynton, 
Newark; Robt. M. Smith, Irving Pratt and Ben Jacobson, 


New York; F. C. Reed, Oswego; J. W. Lovering and J. L. Pat- 


ten, Schenectady; Ernest Park, Syracuse and N. B. Hughey, 
Syracuse. 

The Constitution and By-Laws governing the Retail Shoe 
Dealers of New York. 


ARTICLE 1—NAME AND OBJECTS 


Section 1: Name. This organization shall be known as 
the Retail Shoe Dealers of New York State: 


-An Excellent Platform 


Section 2: Objects. The purposes of this association 
shall be to affiliate with and support the National Shoe 
Retailers’ Association and to promote the interests and 
welfare of the retailing of boots and shoes; to elevate 
the standard of its members by securing united and 
harmonious action toward the consummation of any 
movement which they may deem for their mutual 
profit and advancement; to seek to lessen or eliminate 
burd ab affecting the shoe business and 
the public; to encourage the spirit of friendship and 





co-operation in the trade and to encourage the mem- 
bers to higher ideals through educational methods; to 
protect the retail shoe business against unjust and 
obnoxious legislation; to abate unjust and unreason- 
eable exactions; to discourage and to eliminate fraudu- 
lent exploiters in the shoe business; to assist in the 
dissemination through the public press of truthful 
statements concerning our craft and to likewise dis- 
courage and eradicate untrue and misleading state- 
ments; to work in harmony with shoe manufacturers, 
wholesalers, salesmen and other branches of the trade 
for our common uplift; to encourage and assist in the 
formation of local association of shoe dealers in the 
various cities and towns where such organizations do 
not exist, and for such other purposes as the associa- 
tion from time to time may deem expedient or neces- 
sary. 


ARTICLE II—MEMBERSHIP AND DUES 


Section 1: Eligibility. Members shall be elected by a 
majority vote of the association. Any legitimate retail shoe 
dealer, department shoe buyer, shoe store manager, shoe 
store co-partnership or corporation engaged in retailing shoes 
shall be eligible to individual or affiliated membership. Only 
members so classified shall be eligible to hold office; or as 
the executive committee may direct. 

Section 2: Individual Membership. Individual members 
shall be those who are not members of a city or town local 
association. They shall pay annual dues of $10.00 in ad- 
vance. 

Section 3: Affiliated Membership. Affiliated members are 
those who are members of local, city or town associations who 
become members automatically of this association by reason 
of holding membership in good standing of such local asso- 
ciations. They shall each pay annual dues of $2.00 in ad- 
vance. 


(Continued on page 41) 
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CONVENTION 
COMMITTEE- 


MEN 


W. W.. WILLSON 
Convention Chairman 


BOSTON 


HENRY E. HAGAN 
Convention Vice-Chairman 


1920 


National Shoe 
Retailers’ 
Convention 


Jan. 12-13-14-15, 
1920 


J. J. FISCHER 
Convention Vice-Chairman 


-H. B. SCATES 
Convention Vice-Chairman 


A Full Year’s Work Well Planned 


Merchants of Boston Start Early to Prepare Biggest National Shoe Retailers’ Convention in 1920 


WO executive meetings have been held of the Boston 
T N.S. R. A. Convention Committee, and much progress 
is to be noted. 

Not only have the committee decided upon Mechanics 
Building, with its Convention and Exhibit Halls, but they 
have already started a survey on the hotels to have 4,000 
rooms available for visiting shoe men. 


A plan of organization has been accepted, committees ap- 
pointed, the assistance of the City Government accepted, and 
a chart of the work for the year planned out. 


Convention Committeemen 


The first official action was the selection by unanimous 
vote of W. W. Willson as Convention chairman, to be assisted 
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x 
“HIRE THE FIGHTER”’ 
MOVEMENT 


A Plan Authorized by Cincinnati 
to Re-employ the Returning 
Soldier 


A “Hire-The-Fighter’’ movement 
which is being conducted in Cincin- 
nati by the Soldiers’ Unemployment 
Committee, is receiving the support 
of many of the leading Cincinnati 
manufacturers and retailers. In re- 
ply to its plea to display a flag show- 
ing how many soldiers have their old 
positions back. Among the first 
stores to do this is the Potter Shoe 
Company. Five boys who gave up 
their positions to serve their country 
are now back on the job at the 
Potter store. Benton H. Orr, who 
is one of them, and who was a lieu- 
tenant in the Headquarters Troop 
of the Thirty-seventh Division says: 
“A man who would not hold open a 
position for a boy who has gone into 
the service isn’t very much of a - 
patriot. A soldier here is given the 
er every time. e have 

ept in touch with all our boys who 
have entered the service, and told 
them their positions are open to them 
when they return.” 





FIVE FIGHTERS BACK IN STORE, AND BOOSTERS OF 
“HIRE THE FIGHTER” MOVEMENT 


Left to right: Abner Kayer, Jacob Grade, Benton H. Orr, Felix Farabee, 
and Samuel L. Greenburg, all of the Potter Shoe Company. 
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by three vice-chairmen, Henry E. Hagan of the Henry E. 
Hagan Company; John J. Fischer of H. H. Tuttle Company; 
H. B. Scates of William Filene’s Sons Company. These four 
active shoe men have the executive arrangement of the Con- 
vention in charge with their associate chairmen of the several 
committees as follows: J. J. Buckley, Publicity; C. W. Spen- 
cer, Reception; Fred Porter, Program; Harold McNeil, 
Entertainment; I. B. Howe, Finance; Fred W. Small, Dis- 
play; H. B. Scates, pro tem, Style Show; E. W. Burt, N. E. 
Organization; John Fischer, Convention Hall; J. H. Wood- 
bury, Hotel; E. W. Howe, Registration; F. E. Ballou, 
Attendance. 


Staff Arrangement of Work 


It has been arranged that the vice-chairmen shall have 
division supervision as follows: Henry E. Hagan—Publicity,, 
Reception, Program, Entertainment; H. B. Scates—Finance, 
Display, Style Show, New England Organization; John 
Fischer—Convention Hall, Hotel Registration, Attendance. 

Headquarters of the Convention Committee will be made 
at the Boston Shoe Trades Club with the Board Room as an 
exclusive business office. Here the permanent. secretary 
stenographer, and New England Committee will do their 
work. 

Every Friday night at 5.30, the executive committee will 
meet at the Boston Shoe Trades Club to work out the progress 
of the Convention. 

The Program Committee for the banquet have already 
laid their plans to invite President Woodrow Wilson to be the 
principal speaker and every pressure is to be brought to 
bear and achieve that hope. 

The various committees. have started their work. 
The one on Convention Attendance has sent to the Febru- 
ary State Conventions throughout the country, posters and 
button hole tags emphasizing the importance of planning to 
come to Boston in 1920. F 


Leather in 1919 


Give More Thought to the Utilization of Small Area 
Skins by Pieced Patterns 


This message on leather comes.from a tanner: 

“Buyers of shoes, planning their business for 1919, should 
bear in mind that the leather industry is among the indus- 
tries upheaved from the bottom by the great war, and govern 
their business accordingly. 

“Hides and skins, of desirable selections, are scarce and 
high, all reports to the contrary notwithstanding. Our firm 
has just bought ten car loads of hides at the maximum 
prices. We believe that they will go much higher. 

“Cattle were killed all over the world, to feed soldiers, 
and immense quantities of leather were consumed. It will 
be necessary, in times of peace, to replenish thé herds, to 
feed the world. So we look for a small kill of cattle, and 
high prices of hides and skins. 


The Prospects of Better Leather 


“Eight hours a day, better conditions, and better pay are 
demanded by tannery workers. Some firms, among whom 
are big concerns, have already granted these demands. So 
production expense increases. But there is an offset to this, 
for workmen, under improved conditions, will produce better 
leather. . 

“Chemistry is going to work wonders for us the next few 
years. Until recently, a great deal of leather was made by 
rule of thumb. methods. Now chemical control of leather- 
making process is common, and as a consequenge we are get- 
ting more exact results, and better leather, too. 

_“T feel safe in predicting that, as we tanners bring into use 
the greater knowledge of chemistry that has come to us 
during the war, we will improve leather greatly, strengthen- 
ing its fibre, giving it a finer finish, and a better color. 
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Annual Election Boston Shoe Se ee Club 


Membership 2,100, and Growing 


was held at the club house, February 5, after a most 

eventful .six months of club existence serving 2,100 
men in the capacity of an Industrial Home, socially one of 
the biggest clubs in the United States. 

Charles F. Maxwell presided in the absence of Everit B. 
Terhune,. president of the Club, who is in Europe. In Mr. 
Maxwell’s opening remarks he paid compliment for the ser- 
vice rendered by the President, House Committee and the 
Finance Committee. 

It was unanimously moved that a cable be sent to Everit 
B. Terhune, now in London on the European tour, congratu- 
lating him on his re-election in the office of president of the 
Boston Shoe Trades Club. 

The services of the Finance Committee, Frank H. Gage, 
Frank R. Briggs and Burt W. Rankin were acknowledged by 
a fitting resolution, the same covering also the services ren- 
dered by E. W. Cobb and E. P. Brown, these five men having 
underwritten the rental of the Club House for a period of 
five years. ; 

Arthur L. Evans, secretary, in making his report, went back 
in the history of the Club to the value in service-of “Jack” 
Jones, ““Hank” Goller and ‘“‘Sid’’ Curry. He did not include 
his own name but we are prompted to make acknowledgment 
to the “‘quartet of men’’ who were the sponsors of the Club. 


‘ts annual election of the Boston Shoe Trades Club 


In Excellent Financial Strength 


The financial report was read by I. Wendell Gammons, 
showing the association to be in excellent financial standing, 
having done a business in six months of $41,212.25. 

The Nominating Committee consisting of George J. Lovely, 
Zenus Sears, W. H. Nash, E. B. Cox, and W. H. McClosky, 
brought in its report and after the ballots were counted by 
the tellers, the officers for 1919 were elected as follows: presi- 
dent, Everit B. Terhune; first vice-president, Chas. F. Max- 
well; second vice-president, Thos. F. Anderson; secretary, 
Arthur L. Evans; treasurer, I. Wendell Gammons. 

Member of the Board of Governors for one year: Cecil Q. 
Adams, Charles H. Alden, Frank C. Allen, John C. Dow, 
Andrew F. Jones, W. H. Nash, W. H. L. Odell and E. T. 
Wright. 

The new Nominating Committee to serve for 1920 consists 
of David J. Tobin, Max Adler, George J. Lovely, E. T. 
Wright, B. C. Gould. 


Vote to Aid Convention 


A motion was made that the Boston Shoe Trades Club, 
appreciating the honor paid to the City of Boston by its 
designation as Convention City to the National Shoe Re- 
tailers’ Association, extend to that association and ifs Boston 
Committee a complete use of the Club House as a home in- 
cluding a special Board Room for their exclusive use as an 
office for the Committee of Arrangements. 


To Welcome Returning Soldiers 


A further resolution was made that a Reception Committee 
be appointed by the Club to welcome the returning victorious 
26th Division and to do everything in the power of the Club 
to further the interests of the returning soldier. The Com- 
mittee on the 26th Division Reception include: T. F. Ander- 
son, chairman; W. H. L. Odell, E. T. Wright, R. E. Mc- 


Donald, L. F. Burdett. The committee to assist in every 
way possible the Boston 1920 Convention include, C. H. 
Alden, chairman; H. H. Ripley, and Max Adler. 





Modern Methods in the Retail Shoe 
Business 


Your business—any business—cannot be termed a hun- 
dred per cent efficient until it has reached the maximum, in 
so far as net returns are concerned. While this maximum 
cannot be predetermined it is eminently unfair to the busi- 
ness to assume that the maximum has been reached until 
every possible resource has been devoted to this accom- 
plishment. ] 

Many merchants today are realizing that the old-time 


. methods of doing business are actually retarding their 


progress. Some suburban merchants have discovered the 
ways and means for increasing net returns and volume by 
the application of modern ideas, and by getting behind their 
business with the new spirit of progressiveness. 


Substantial Increases in Net Profits 


Many have reported substantial increases in net profits. 
In most cases, this has been the result of modern methods 
which have attracted additional volume, bringing to their 
places of business numerous new customers and increasing 
the actual patronage of practically every customer who 
enters the stores. 7 

In many cases this direct increase in patronage has come 
as a result of methods which have reduced operating costs 
through elimination of lost motion in sales forces and other 
direct losses. 

Two Important Suggestions 


The suburban merchant has always two things to bear in 
mind. First: that he must be able to match values with 
those merchants who are operating upon a lower percentage 
basis. Second: he must be able to show such goods as will 
attract the customer who has been in the habit of buying in 
the centrally located stores—in other words; he must show 
A-1 merchandise and have all sizes and widths so as to be 
able to fit his prospective customer in the best manner 


* possible. 


It has been a fixed rule in many places of business to never 
allow a shoe to be fitted without first measuring the foot, 
and thereby eliminating all chance of misfit. It is also in- 
sisted upon that the customer be shown the utmost courtesy 
regardless of conditions. 


Advantage of Well Lighted Store 


The loudest talker is never most persuasive, nor by the 
same token, many lights in a store do not make a well lighted 
store. It is exceedingly important that the illumination of a 
shoe store be such that it gives a general effect that is cheer- 
ful and bright. Just as a smile attracts, or a frown repels, 
so are people attracted to a well lighted store. It draws the 
crowds surer than a magnet. Before installing the lights in 
a certain shoe store, an electrical expert was called and showed 
the proprietor where to place his lights, to be most effective. 
“T naturally make use of all the daylight possible by having 
the back of my show windows made of glass, thereby hav- 
ing daylight until late evenings,” the proprietor said. 
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Lieut. John A. Logan Recovering 
Neck Broken Yet Lives 


In five aeroplane crashes—Shot down while flying 2500 
feet—a broken neck, but walked to the hospital—a cut over 
right eye, from earlier fall—After three months in hospitals, 
reaches New York—This in a nutshell is the story of the 
experience of Ist Lieut. John A. Logan, 1678 East 71st Street, 
Cleveland, O. 

Lieut. Logan, who 

is one of the few men 
who ever had his neck 
broken and lived, 
landed in New York, 
January 26th. He 
came across the At- 
lantic on the Maui. 
Immediately upon 
landing an X-ray ex- 
amination was made, 
and it was found that 
the two fractured 
vertebrae in his neck 
were knitting per- 
fectly. 


Fall in Vosges Fight 


“T had been in four 
training accidents,” 
said Lieut. Logan, 
“but they amounted 
to little. I did get 
this scar over my eye 
in one of them, but 
on the day I received 
this injury that has 
laid me up so long, I had a new pilot, a man I had never been 
up with.” : 

“Five Boches planes attacked us, and there were three 
fights going on simultaneously. Two French planes had the 
Germans engaged a little way off and nearby a Boche and 
another French plane were fighting. We were operating with 
the French at the time. 

““A piece of shell hit the machine I was in, and put our 
motor out of commission. There was nothing to do, but 


. Lieut. JOHN A. LOGAN 
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land as best we could and in the mountains there is no good 
place to land. We had our choice of hitting a stone house 
head on, or diving into the earth. We chose the dive. 

“Of course our plane was wrecked, but | was able to pull 
the pilot out from under it. The two of us took off our caps 
and coats and left them there. We were both able to walk, so 
we started out to rejoin our squadron. They tried to keep us 
at a French hospital nearby, but we would not stay. I was 
totally paralyzed on fhe right side for about twenty-four 
hours, but as soon as the pressure of my head was taken off 
my neck, I began to regain the use of my muscles. 

Lieut. John A. Logan, 22 years of age, was a student in 
Ohio University, at Athens, for three years. After being 
commissioned he entered the aviation service at Battle Creek, 
Michigan, and went to France with the 88th Division. He 
flew at many points along the front and when the armistice 
was signed was an Artillery observer near Mauheuge. His 
father, E. C. Logan, is Western editor of the ““Boot and Shoe 
Recorder.’ 3 : 


’ 





NEW YORK SHOE MERCHANTS 
ORGANIZE 


(Continued from page 37) 


Section 4:, Honorary Membership. Honorary members 
are those so elected by vote of the association by reason of 
having performed some conspicuous service in the interests 
of this association. Honorary members shall not pay dues. 

Section 5: Associate Membership. There may be elected 
to associate membership traveling salesmen selling shoes, 
rubbers, findings and leather. They shall pay annual dues 
of $3.00. They shall not be entitled to the privilege of voting, 
but may have a voice in our deliberations. 


Committee on Style 


Style Committee, to consist of five members. Recognizing 
the value of style as applied to footwear, the duties of this 
committee shall be to ascertain from the members the trend 
of style and to make report of the same to the Publicity 
Committee; also to co-operate with similar committees of 
other branches of the trade to the end that style in shoes shall 


* act as a stimulant rather than a deterrent. 


Reuben Stiefel Honored 


By His Friends and Fellows 


Memphis.—Reuben Stiefel, manager of the shoe depart- 
ment at J. Goldsmith & Sons Co., was the guest of honor 
at a banquet given by fellow employes at the Hotel Gayoso 





Giving Reuben Stiefel the ‘‘ Time of His Life” 


upon his return from eastern markets. ‘‘Co-operation 

and Efficiency’ was the subject of an address by Mr. 

Stiefel, who has just returned from the National Shoe 
Retailers’ Convention, St. Louis, and 
the National Shoe Manufacturers’ meeting, 
New York. 

Ben Bluestein was chairman and Joe Gros- 
kind served as toastmaster. Others present 
were Morris Toube, former manager of Gold- 
smith’s shoe department; Miss W. D. Grimes, 
Miss M. Badanis, Miss L. Pittman, Mrs. 
J. O. Hamilton, Max Bauer, E.. Morton, 
R. L. Davis, D. Brenner, J. L. Hughes, 
L. P. Beaver, J. E. Lyle, Eph. Bluestein, 
R. L. O’Hearn, G. P. Cotton, M. A. Simpson 
and H. Birkner. 
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New England Day February 12 
Every Merchant in New England Invited to Attend 


At 2.30 in the afternoon, February 12, retail shoe mer- 
chants of New England will meet at the Boston Shoe Trades 
Club to a program of live topics. 

At 6.30 in the evening, dinner will be served and two of the 
leading shoe manufacturers will give their ideas of the future. 

The official program as it stands is as follows: 


Program 

Meet at Boston Shoe Trades Club at 2.30 P. M. 

Round table talks in the grill room from 3 to 5.30 P. M. 

Five minute talks from the floor, then questions may be 
asked. 

Subjects 

“The Best Things We Got at the St. Louis Convention.” 
W. W. Willson, Willson’s Shoe Shop; John Fisher, H. H. 
Tuttle Co.; Fred Small, Gilchrist Co.; George Pierce, 
Providence, R.I.; F. E. Ballou, Providence, R. I. 

*“Merchandising Broken and Discontinued Lines.” John 
Fisher, H. H. Tuttle Co. 

“Help Problem.” A—Training clerks, Mr. Polluck, 
Thayer, McNeil Co. B—Compensation. C—lIs the P. M. 
system a good one? F. E. Ballou, Providence, R. I. 

“Advertising. The Right Way.” H. F. McNeil, Thayer, 
McNeil Co. 

“Buying in the Market vs. Buying in the Store.”” D. F. 
Sullivan, H. E. Hagan. 

“‘Reorganizing New England Retail Shoe Merchants.” 
E. W. Burt, 

Adjourn one half hour. 

Dinner at 6.00. 

“The Next Twelve Months in the Shoe Industry,” J. F. 
McElwain, W. H. McElwain Co. 

“The Outlook in Women’s Shoes,’”’ Frank R. Briggs, Thos. 
G. Plant Co. 

“Scope of 1920 Convention,” W. W. Willson, chairman; 
H. E. Hagan, vice-chairman; John Fisher, vice-chairman. 

Invited guests: L. H. Downs, C. K. Fox Co.; Herman E. 
Lewis, Haverhill; Mr. Butler, Haverhill; E. T. Wright, E. 
T. Wright Co.; Chas. Parks, Preston B. Keith Co.; Elmer J. 
Bliss, Regal Shoe Co.; A. M. Creighton, Lynn, Mass.; Thos. 
F. Anderson, secretary N. E. Shoe and Leather Association. 





March 3, 4 and 5 at Columbus 

The committees in charge of arrangements for the conven- 
tion of the Ohio Retail Shoe Dealers’ Association which is to 
be held at the New Southern Hotel, Columbus, March 3, 4 
and 5, are very enthusiastic over the program which they are 
arranging for the entertainment of the visiting merchants. 

The publicity committee has sent out invitations to every 
merchant in the state, impressing upon each the benefit that 
may be secured by getting together with brother merchants, 
talking over the conditions and securing advice that will aid 
in meeting individual problems. F 

Manufacturers and jobbers will have on display at this 
convention complete displays of modern footwear in all the 
current styles, where the merchant can make comparisons 
of the different styles and lasts, thereby deriving a greater 
benefit than viewing each line of samples singly. 

Speakers of National Reputation 

The speakers at these meetings will be men of national 
‘reputation, some of whom have been in different branches of 
the service, and will tell of their experiences “over there.” 
The Chairmen in charge of local affairs are: 
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T. H. Seibert, Association Chairman; John J. Baird, Local 
Chairman; R. C. Dunlap, Chairman of Finance committee; 
L. Bamberger, Chairman of Display Booth and Hotel com- 
mittee; V. C. Wene, Chairman of Entertainment committee; 
L. J. Bergeman, Chairman of Press and Publicity committee; 
T. H. Seibert, Chairman of Program committee; J. M. Ryan, 
Chairman of Reception committee; H. T. Hageman, Regis- 
tration, Badges and Credentials; Mrs. Earl B. Bell, Ladies’ 
Reception; W. E. Russell and W. E. Harding, Sergeant-at- 
Arms. 

At the weekly meeting of the committees it was announced 
that all the display space had been let to the manufacturers 
and jobbers. 

These display booths will be located on the mezzanine and 
second floor of the hotel. ' 





What Will He Wear? 





What This Soldier Bought! 
Was He Wise? 





Export Managers to Meet 
Tanners to Hear Arnold and Brand 

There will be a meeting of the Export Managers of the firms 
that are members of the Tanners’ Council, at the Boston 
City Club, in Room J, on Tuesday, February 11th, at 10.00 
A.M. ; 
This meeting is being called at the request of E. A. Brand, 
General Secretary of the Tanners’ Council, Washington, 
D. C., who will be accompanied by John R. Arnold, Chief 
of the Foreign Trade Bureau. 

It is expected that this will be a very large meeting, as 
quite a lot of interest has been manifested in export trade 
within the last few weeks. 


West Virginia Retail Shoe Dealers 
To Meet March 10 and 11 


The Second Annual Convention of the West Virginia Re- 
tail Shoe Dealers’ Association will be held in Parkersburg, 
West Virginia, March 10 and 11, 1919. 3 
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A Metropolitan Shoe Store in “Desert” 
Town 


A Live Story of an Alert Business 


By CHARLES ABBOTT GODDARD 


ARRY A. DRACHMAN will likely take exception to 
H the use of the word “‘desert” to describe the locality 
in which his city of Tucson is located. But that is 
the impression that: most people have of southern Arizona. 
As a matter of fact, there are some very fertile valleys down 
there; and Tucson is in one of them. Phoenix is in another. 
Land sells as high as $300 per acre. Some has gone higher. 
Desert or not, the shoe store of Mr. Drachman compares 
with any of the Southwest. One doesn’t find one to beat it 
in any of the cities down that way. Last year would have 
made a record year for sales but for an epidemic of that 
nationally advertised disease, “‘the flu.” That slowed up 
things so much in the Fall and early Winter that it was 
impossible to catch up with the 1917 record. 


Store Finished in White Enamel 


The interior of the store is finished in white enamel. One 
side of the interior is shown in one of the accompanying 
photographs. The office is in the rear and the surplus stock 
is located on the balcony which runs along each side. At the 
rear in the center is a raised cabinet with stock drawers at 
the front and small chairs for tots on top. The hosiery de- 
partment in charge of a young lady is at one side in front. 
This is a line that the store has handled with good profit for 
five years. It is shown to good advantage. The special dis- 
play case at the front of the room shows patrons that the 
store is handling the line rightly. The hosiery girl also takes 
care of findings sales. 

Another department that is not in evidence is the hand 
repair department below stairs. The store is particular that 
this business shall be representative of the’ store’s ideas of 
quality. 

Two large and low display windows are at the service of 
the store. Each of these is finished in white enamel to match 
the interior of the store. The attractive fixtures are in ivory. 
enamel and are as tasty as one would see in any metropolis— 
eastern or desert. As street traffic is duplicated often during 


the week in a city of the size of Tucson the trims are changed 
three times a week in normal times. The photograph illus- 
trating the window is taken from the entrance and does not 
show the wide front. At openings of seasons a home-made 
lattice work background with foliage worked in closes the 
open space at the rear of each window. 

Considerable of the store’s trade is among the Mexican 
population of the district and a knowledge of Spanish (as 
it is spoken among the Mexicans) is necessary in Tucson. 
While the writer was in the office Mr. Drachman excused 
himself to hold quite a conversation in Spanish with a 
customer over the telephone. 


How Drachman Solved His Advertising Problem 


The way in which Mr. Drachman, as well as the other 
progressive retailers of Tucson, solved his advertising prob- 
lem some time ago is well worth the consideration of other 
retailers who are interested as much in what they put into 
their white space as they are in signing their newspaper 
contracts. : 

About four years ago a man who had been advertising 
manager for such well known Eastern retail establishments as 
Bloomingdale Brothers, New York, and Strawbridge & 
Clothier, Philadelphia, had to come to Tucson for the benefit 
of his health. He was a man who had made good, having 
spent as high as $318,000 a year for one of those concerns. 
Mr. Drachman was quick to realize that such a man in the 
town was an asset that the retailers ought to cash in on. 
Accordingly, as soon as the man began to gain his strength 
Mr. Drachman and others contracted with him for his pro- 
fessional services. One department store in the town which 
had been a spasmodic advertiser in the four years became a 
regular advertiser and trebled its annual appropriation. 
Three merchants told the writer that the coming of the man 
had meant a great deal in the way of advertising results for 
their money. Mr. Drachman said that it had made his 

(Continued on page 46) 
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Do you know how leather is made? 


Every merchant should study leather not only in its finished state but in its many 
scientific processes converting it from an easily decomposed substance to one which 


resists, as only leather can, the abuse given to foot coverings. 






































Wonderful 
Unhairing Process 























Oak Bark 
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The biggest problem for 1919 


It was said by Julius Goldberg, O. & G., Chicago, that retailers should pay more 
attention to the materials going into the shoe. Every merchant therefore should 


study leather so as to utilize every inch of it to economical advantage. 






































vr aT TTT 
a Ae hs 
i 


VUSe 


Rolling to Soften 





























ESE te 





Terese 



















BOOT AND SHOE RECORDER 





Feb. 8, 1919 








IM SORRY BOYS! 
BUT I CAN ONLY 
USE ONE MAN 
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“Too MANY APPLICANTS SPOIL THE JOB 
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Are You Doing “Your Bit” in Hiring the “‘Fighters’”’ and Teaching Your Community How to 
. Do It Right? 








A METROPOLITAN SHOE STORE IN 
*DESERT” TOWN 
(Concluded from page 43) 
advertising investment three times as productive. He 
spends $100 a month as his appropriation. His chief com- 
plaint is that unless the retailer has at his service the adver- 
tising expert, the newspapers are too indifferent as to what a 
retailer gets for his investment. 

An advertisement is run every day. . 

A store shoe catalog has been a profitable advertising 
feature of the store and the store will likely publish another 
this year. This is mailed to about 2,000 names within a 
500-mile circle. Orders have been received from points 
1,000 miles away, some from South America. The store 
follows its customers. 





First Annual Convention of Tri-State 
Shoe Retailers’ Association 


The first annual convention of the Tri-State Shoe Retailers’ 
Association will be held Monday and Tuesday, March 10 and 
11, at Hotel Gayoso, Memphis, Tenn. 

A large attendance is expected from Arkansas, Mississippi 
and Tennessee, the three states that comprise the association. 
Many subjects of importance to the retail shoe merchant 
will be discussed at this meeting. 

Several shoe manufacturers have signified their intention 
of having their salesmen here at that time with samples. 
A special invitation is extended to all to have their samples 
on display. Early reservations for sample rooms are 
advised. 
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Shoe Traveler’s Association of 
Cleveland Hold Annual Meeting 


The Cleveland Shoe Traveler’s Asso- 
ciation came out in full force at their 
annual meeting and the following offi- 
cers were elected: Charles James, presi- 
dent; D. W. Brill, vice-president; and 
E. F. Buzek,- secretary and treasurer. 

After the election of officers for the 
year 1919 and the reading of the annual 
report by the secretary, much new busi- 





D. W. BRILL 
Cleveland, Ohio 


ness was discussed for the good of the 
association. Committees have been 
formed for the affiliation of shoe travel- 
ers, manufacturers, wholesalers arid re- 
tailers to form a shoe fraternity, the 
object being to get the men of these 
various branches together in good fel- 
lowship. 

This organization is to take in all of 
northern-eastern Ohio, and the officers 
are working to the best of their ability 
to bring about this affiliation. .Mem- 
bers of The Cleveland Shoe Travelers’ 
Association are planning to hold a ban- 
quet at one of the hotels here, for the 
purpose of making the shoe men of 


Travelin: 


Activities of our Trade Ambassadors 
On and Off the Road 
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Cleveland and its near vicinity ac- 
quainted. 

D. W. Brill, “The Buster Brown” 
Man, who is vice-president of the asso- 
ciation said, ““There is good material in 
this. neighborhood—-why not go out and 
get it and build a club of good fellows?” 
He intimated that the plan of the Cin- 
cinnati organization will be followed out 
in detail. 


Salesforce of J. Ralph Baker Shoe 


Co., Brockton 


Following are the representatives thus 
far engaged for the ‘“‘One Shoe Baker” 
line. Each will carry but two samples 
—one of colored and one of black 
leather: W. B. Buckley, Massachusetts, 
Rhode Island and Connecticut; Paul 
Cushman, Maine, New Hampshire, Ver- 
mont and New York State; Ralph 
Weil, Greater New York, including 
Long Island; B. Landsberg, Phila- 
delphia, eastern Pennsylvania and Del- 
aware, with office in Merchants’ build- 
ing, Philadelphia; C. D. Hobbs, south- 
ern Ohio and western Pennsylvania, in- 
cluding Pittsburg; C. H. Van Aernam, 
northern Ohio and Cleveland, with 
office in the Arcade building in that 
city; G. H. Brooks, Virginia, North 
and South Carolina. J. Ralph Baker 
will call on his old trade in Michigan 
and New York State. 


New Salesman for Churchill & 
Alden Co. 


Eugene N. Rivers, who recently re- 
signed as manager for the Model Shoe 
Store in Brockton, will take the road 
the coming’ season, representing 
Churchill & Alden Company, of this 
city. 


-Salesmen of the Scheiffele Shoe 
Company and Their Territory 
for Spring, 1919 

Karl Hamberger, Eastern Ohio and 
Pennsylvania; George Winn, Chicago, 
Milwaukee, Indianapolis, Toledo and 
Detroit; Fred L. Joseph, Kentucky, 
Tennessee, and Arkansas; H. W. Jones, 
Denver and the West; W. A. Airis, 
Illinois and Iowa; W. E. Butner, Okla- 
homa and Texas; H. J. Reberdy, 
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Michigan; Louis Holt, Boston, Georgia, 
North and South Carolina, Indiana, and 
Ohio; C. C. Burt, Nebraska. 





STACY BEARSE 


Nephew of the late W. H. 
Stacy, will represent Stacy-Adams 
Company of Brockton, Mass., the 
coming season in Pennsylvania, 
West Virginia, New York State 
and New Jersey. 


Winter Luncheon of Ohio 
: Association 

The final Winter luncheon of the 
Ohio Shoe Travelers’ Association, held 
at the Hotel Deshler was attended by 
about one hundred and fifty members. 
John W. Pontius,. general secretary of 
the Columbus Y. M. C. A. gave a very 
interesting address, in which he related 
many of his observations and experi- 
ences while overseas for the Y. M. C. A. 


Ash Kennedy at Gibson. Hotel 

Ash Kennedy, covering Ohio and 
Pennsylvania with the line of the Ogden 
Shoe Company, Milwaukee, has his 
styles on display this week at the 
Gibson Hotel, Cincinnati. 
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Just for the Sake of Reference 


Printing compliments, however pleasing, gives little mental food for the merchant and 
editorially we ever endeavor to live up to our motto “Getting More Shoes Sold Right.” 

Therefore, we are utilizing such advertising space for the expression of courteous tributes. 

Perhaps just for the sake of reference it might be well to insert four little “appreciations” 
and also for the sake of illustration give our readers an idea of the sixty pound scrap book with 


letters of commendation from cover to cover. 
“The Recorder” has always figured out that self-praise does not go very far and that after all Real jour- 


nalism stands on its own merits. 


Editor “‘Boot and Shoe Recorder” 

I wish to take this opportunity of 
expressing to you my sincere thanks 
and keen appreciation of the great 
work which your publication did in 
helping to make the Convention of 
. National Shoe Retailers in St. Louis 
on January 6, 7 and 8, 1919, the tre- 
mendous success that it was. 

I feel quite sure that the many pages 
of publicity which you gave the Con- 
vention played a great part in bringing 


such a large number of people to St. . 


Louis, and contributed to the success 
of the Convention. 

Thanking you again for your hearty 
co-operation, and assuring you that if 
I can reciprocate at any time in any 
way I am yours to command, I remain, 

Sincerely yours, 
JOE J. SENSENBRENNER 


General Chairman St. Louis Con- 
vention Committee. 


Editor “‘Boot and Shoe Recorder’’ 

In looking over your issue of Janu- 
ary 11, I was much impressed with 
your editorial, ‘‘What Is There in It 


for Me’’ on pase 33, and if it is pos- 


sible, I wish you would parcel post 
me about 100 sheets or 100 pages as 
printed on pages 33 and 34. 

I want to be able to send a copy to 
each of our members of the Pittsburgh 
Shoe Retailers’ Association of which I 
am president. 

Yours respectfully, 
ALBERT J. SCHMIDT, 
Pittsburgh, Pa. 


Editor ‘‘ Boot and Shoe Recorder”’ 

I want to take this opportunity to ex- 
press the appreciation of the officers 
and directors of the N.S.R.A. for the 
very.complete and comprehensive report 
of the St. Louis convention which ap- 
peared in your issue of January 11th. 

This issue of your paper should be 
invaluable to the shoe retailer who was 
not fortunate in being present at St. 


Louis. 
T.C. MIRKIL, 
Secretary-Commissioner N.S.R.A. 





Editor ‘‘Boot and Shoe Recorder” 

We just want to say that we cer- 
tainly appreciate the good work you are 
doing for the retail interests of our 
Shoe Merchants. . 

If we could only find some way by 
which we could interest every retailer 
of shoes in the U.S. in-one of the 
Trade Journals, and then see that they 
would read them, it would not be long 
until we would have every man who 
has any right to be classed as a shoe 
merchant, a member of some State 
Association, which would of course 
mean that he would soon be an indi- 
vidual member of the National. 

We are going to expect 500 of 
Towa’s best shoe merchants at our 
nezt Convention at Des Moines, 
March 10, 11,-and 12. 

Thanking you for past favors, and 
again assuring you that our members 
appreciate the work you are doing, 

I am yours very truly, 
F. M. NEBE, 
Allantic, Iowa. 


Secretary Iowa Shoe Retailers’ Asso- 
ciation. > 


A telegram from the Retail Shoe Dealers’ Association of*New York sent by Arthur Joseph, Secretary, expressed 


the gratitude of this association on the wonderful report of the convention of the N. S. R. A. at 


t. Louis as 


appeared in the issues of the Boston trade papers. 
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The Importance of Consulting Traveling Salesmen 
in Building Samples 


By JOE KALISKY, Vice-President Chicago Shoe Travelers’ Association 


That the shoe traveler can be of ex- 
ceedingly great value in planning and 
designing the samples which he is to 
carry and show his trade is a fact that 
is too little appreciated by a great 
many manufacturers. Most manufac- 
turers will admit that the average shoe 
traveler has some good ideas about 
what should be shown in samples, but 
seem to fear a general conference on 
sample building would bring forth so 
many suggestions as to be confusing. 
Certainly all the suggestions made by 
a bunch of travelers could not be 
adopted but by a round table discus- 
sion by all the travelers from all the ter- 
ritories many ideas of styles, lasts and 
patterns would be brought out that 
would not occur to one man were the 
whole responsibility of building the line 
placed upon him. 

The traveler is in better position to 
judge as to what will prove popular 
any forthcoming season from his con- 
tact with the merchants; and the styles, 
patterns, lasts and leathers that are 
good in his territory at the present time. 

He comes in direct contact with the 
good sellers of competitive lines. He 
knows where the other fellow has “‘gone 
him one better.” 


At the Pulse of Style 


He has felt the pulse of the trade and 
knows what is being demanded in new 
lasts and other style changes. 

The function the traveler should per- 
form, therefore, is not that of dictator 
but rather of consulting engineer. 

There is another angle worthy-of con- 
sideration in the matter of sample 
building. Many salesmen live in terri- 
tories not in close proximity to the fac- 
tory and unless they are called for 
conference when samples are planned, 
they do not see what they are expected 
to show their trade till samples arrive. 

A salesman opens his samples case; 
looks over his samples; consults de- 
scriptive list which accompanies the 
trunk, he then sits down and wonders 
about the construction—the insoles, 
counters, outsoles, etc. 

They appear to him somewhat as a 
group of strangers. Some old, familiar 
faces among the lot but many are entire 
strangers. He wonders just how this 
new last is going to fit; has it plenty 
of ball room; will it hug up close in the 
shank; is the heel seat wide or narrow. 
What can he tell his prospective cus- 
tomer about it any way—and be truth- 


ful? He didn’t help build it—wasn’t 
there. He did not see the measure- 
ments tested; he did not see it -tried 
on a foot; he is in doubt. 
has confidence in his house and in the 
line but every house makes a mistake 


’ some time, so it is a question as whether 


he had better push the new one or stick 
to the old one that is similar in shape 
and contour. 

Had he been on the job when the 
tryout was made all doubt would have 
been dispelled and he would not have 
to guess; he would have first hand 
knowledge. 


Knowledge of the Goods 


It is a well established fact that the 
first and most important step in suc- 
cessful salesmanship is a thorough 
knowledge of the article to be sold; the 
second important step is confidence in 
the article. Sales force conferences 
when samples are being built are, in my 
opinion, the surest and safest way to 
instill into the selling force accurate 
knowledge of and absolute confidence in 
the article to be sold. Then also such 
conferences give the boss a golden op- 
portunity to inject pep and enthusiasm 
into the traveling sales force. 

To instill into the minds of his road 
representatives the thoughts and ideas 
he wishes to have passed on to his cus- 
tomers. For it should be borne in mind 
that to the average merchant the travel- 
ing salesman is more than a mere hired 
man of the house; he is looked upon as 
being a part of the organization and as 
reflecting attitude and personality of 
the firm he represents. 


Iowa National Shoe Travelers’ 
Meeting Today, February 8 


At the meeting of the Iowa National 
Shoe Travelers’ Association, which was 
held at the Grant Club, Des Moines, 
Iowa, Saturday, January 25, among the 
items taken up for discussion was the 
question regarding the Shoe Travelers’ 
Association affiliating with the Na- 
tional Council of Traveling Men’s 
Association. 

A constitution and by-laws were 
drafted at this meeting; another item 
was the taking up of a 5000-mile 
mileage book for commercial travelers, 
who should be entitled to a 2 cent mile 
rate. The question of excess baggage 
was also discussed and the exorbitant 
rates of baggage transfer in some of the 
cities. A resolution was adopted at the 


Of course he’ 
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Iowa Association to pay a death benefit 
not exceeding $100 on the proof of 
death of any member in good standing. 

At the Shoe Travelers’ Meeting there 
was a discussion for the increased com- 
pensation for the shoe traveler, and also 
for some of the men who travel on com- 
mission, a suggestion being made that 
it would be sufficient to make only one 
trip to factory and have the samples 
sent to them, thereby saving a great 
deal of expense. 


Loving Cup for Membership 
Increase 


National President, J. P. Byrne from 
Rochester, New York, announced that 
the Iowa National Shoe Travelers’ As- 
sociation was awarded the loving cup 
as the association affiliated with the 
National Shoe Travelers’ Association 
which showed the greatest increase, in 
membership during 1918. The Iowa 
Association increased its membership 
201 per cent. 

February 8—The Iowa National Shoe 
Travelers’ Association are meeting to- 
day at the Grant Club at Des Moines, 
Iowa, Saturday, at a one o’clock 
luncheon. 


Representing Hallahan & Sons, Inc. 


Norman Souther, represents Hallahan 
& Sons, Inc., in Missouri, Iowa, part of . 
Illinois and part of Wisconsin. For 
sixteen years he was with Leonard & 
Barrows and traveled the same terri- 
tory. He is a first class shoe man and 
has a host of friends throughout the 
territory. 

Burton and Frank Duncan, who rep- 
resent Hallahan & Sons, Inc., in 
Chicago and nearby large cities are 
identified with the State Street Shoe 
business. They are strictly high-grade 
men who understand the shoe business 
thoroughly from the retailer’s stand 
point as well as the manufacturer’s. 
They have an office in the Great North- 
ern Building, Chicago. 


George Winn Returns to Scheiffele 
Salesforce 


George Winn, for six months in 
France at a Red Cross base supply 
station, has returned to his position on 
the salesforce of the Scheiffele Shoe 
Company. Mr. Winn will cover his 
old territory of Chicago, Milwaukee, 
Indianapolis, Toledo, and Detroit. 


Less Baynham, traveling representa- 
tive of the Florsheim Shoe Co., Chicago, 
who makes his home at Louisville, has 
changed his headquarters to Philadel- 
phia for the next few months and has 
leased his local home as furnished. 
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Protest on Closing of English Markets 


The Wrong Sort of Reciprocity in Times of Peace 


Washington, D. C. 

ECLARING that if the British embargo upon im- 
D ports of American goods is to be made permanent, 

they want to know about it in order that they can 
readjust their business to meet the changed conditions, a 
party of shoe men, visiting this city on January 29, left 
behind them a trail of activity which has not been equaled 
since the signing of the armistice resulted in a relaxation of 
effort on the part of the various Government departments. 

Incensed over the apparent inactivity of the War Trade 
Board and the Department of State in a matter which is of 
vital interest to the shoe business of this country, the dele- 
gation visited both offices and laid the case plainly before 
high officials. 

The Department of Commerce, the British Embassy and 
Congress were also visited, and promises of assistance secured, 
but in Congress alone did they see any immediate result of 
their efforts. 

The first step taken by the shoe men was to visit the 
Department of Commerce, where the assistance of Arthur B. 
Butman, leather expert of the bureau of the census, was 
enlisted. They then visited B. S. Cutler, chief of the bureau 
of foreign and domestic commerce, before whom ‘the situation 
was placed with a view to learning what, if anything, could be 
done in the matter by the Department of Commerce. 


Want to Know Facts 


The delegation explained to Mr. Cutler, and to all those 
whom they later visited; that it was necessary that the 
industry know definitely what the program of Great Britain 
consisted of. If the import restrictions, barring England as a 
market for American manufacturers, were to be made per- 
manent, they said, it should be known in this country, that 
industry could plan accordingly. Two of the members of 
the delegation pointed out that they were heavy investors in 
England, where they operated retail stores. They have 
paid heavy taxes to the British Government during the war, 
have spent large sums in building up their trade there, and 
now find themselves unable to offer the shoes made in their own 
factory but compelled, instead, to pay four times as much 
to the British government for leather as they could secure it 
for in the United States. Such a condition was ruinous, they 
pointed out, and if the import restrictions were to be perma- 
nent they would have to close out their business in that 
country. 

The English View of Things 

While the matter has been brought before the War Trade 
Board and the Department of State before, the visit of the 
shoe men was the first personal effort made to secure action 
from those departments. Neither department has appar- 
ently taken any interest in the question and, indeed, following 
the visit of the shoe delegation the War Trade Board issued a 
statement in which was a strong defense of England’s action 
in closing her ports to American exporters. 

“The commodities affected by this measure,’’ declared the 
board in its statement regarding England’s import restric- 
tions, “cover a wide range, extending all the way from essen- 
tials to what are commonly classed as luxuries. 

“The reasons for such action on the part of Great Britain 


. are mot hard to understand nor do they require anything in 


the nature of justification. For over four years Great 
Britain has been subject to the shock and strain of a war 





which not only required the sacrifice of life and intense human 
energy, but also necessitated the most stringent economic 
readjustment and the sacrifice of private business. 

“It is not strange, therefore, that Great Britain should 
today wish to make every legitimate effort to keep her com- 
mercial and economic status from falling into chaos, and 
instead to restore it to a state of equilibrium. In fact, to do 
anything else would be strange. 

‘As a natural result of such a normal, patriotic aspiration, 
in order to bring her own manufactures to a state of stability 
approaching that of pre-war days, Great Britain finds it 
necessary to impose such import restrictions for the time 
being as will permit her the opportunity to re-establish 
domestic business conditions on a normal basis. The import 
restrictions being imposed by Great Britain are for such pur- 
poses and are not to be regarded as of a permanent nature. 
In making for the return of normal domestic conditions in 
Great Britain, inducing the social welfare of the empire, such 
measures will tend toward economic and social stability 
throughout the associated governments and this country. 
And such a tendency is today recognized as vitally necessary 
for the formation of a lasting and fundamentally sound peace.” 


A Visit to the British Embassy 


At the British Embassy, the delegation saw Sir Henry 
Babbington-Smith, who declared he had no definite informa- 
tion regarding the matter but would cable his government. 
At the State Department, also, but little encouragement was 
given, the best that could be offered being a promise of co- 
operation. 

The shoe men then shifted their operations to the Capitol, 
where Senators Lodge and Weeks of Massachusetts, met 
them for the purpose of discussing the matter. Both Sena- 
tors were at first ignorant of all the facts in the case, but 
immediately championed the industry’s cause upon learning 
that England was closing her markets to American imports 
but not to exports to this country. 


All Industries Are Interested 


Both promised to do what they could for the shoe men and 
Senator Weeks immediately turned his words into action 
by proceeding to the floor of the Senate, where Senator 
Smith of Georgia was discussing the importation of long-staple 
cotton, most of which, it appeared, is imported from the 
British possession of Egypt. Senator Weeks immediately 
took the floor and the following colloquy ensued: 

SENATOR WEEKS—“I want to ask the Senator from 
Georgia, who knows so well about the cotton situation, if we 
import any-long-staple cotton from any other locality than 
Egypt?” 

SENATOR SMITH—“T think not.” 

SENATOR WEEKS—“The reason why I am led to ask 
that question is that we have a rather serious trade compli- 
cation pending now relative to action taken by Great Britain 
prohibiting the importation of shoes into Great Britain. 
That was taken as a war measure, I understand. The 
United States in the past has sold very considerable quan- 
tities of shoes to Great Britain. At least half a dozen of the 
large manufacturers have maintained stores there, some of 
them several stores, and they feel materially the effects of 
this prohibition. If we prohibited the import of long-staple 
cotton, does the Senator believe that it would have any effect 
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on this prohibition of the importation of shoes into Great 
Britain?” 

SENATOR SMITH—“‘I think that the brightest traders 
in the world live on British Isles, and they will always take 
care of themselves; and if they have something that they 
wish to sell you that you will not buy unless they give you a 
chance to sell to their people what you wish to sell, I think 
they could undoubtedly be reached by action of that 
character.” 

SENATOR WEEKS—“I presume the Senator would 
object to a prohibition of the exportation of our cotton to 
Great Britain for thirty days, or thereabouts, until some 
arrangement was made about the shoe question?” 

SENATOR SMITH—“I certainly would, because that 
would do a great injustice to our people. I think that to 
suspend the shipment of foodstuffs to Great Britain would 
have even a controlling effect. I think we are in a position 
absolutely to make Great Britain treat us fairly in all matters 
of trade if we have the nerve and force to do it. I would 
think it improper to pick one product of the United States, 
to the exclusion of all others; but if it were deemed advisable 
to say that no American products should go to Great Britain 
until she admitted our shoes and other products fairly, I 
would be willing for cotton to take its place among all the 
others, and bear its part of the burden.” 

As a result of the visit of the shoe men it is possible that 
this matter may receive further consideration in Congress 
within the next few days. Those comprising the delega- 
tion were J. F. McElwain, president, and Sol Wile, secretary, 
of the National Boot & Shoe Manufacturers’ Association; 
F. B. Briggs, president of Thomas G. Plant & Co.; H. H. 
Morse, Regal Shoe Company: Fred B. Rice, Rice & Hutch- 
ins, and George E. Keith, George E. Keith Shoe Company. 





Indiana Shoe Retailers’ Convention 
March 10,‘11, 12, Indianapolis 


What promises to be the biggest and best entertainment 
features ever put on by a shoe retailers’ convention will be 
given for the benefit of all attending the annual convention 
on March 10, 11 and 12, Monday, Tuesday and Wednesday, 
of the Indiana Shoe Retailers’ Association. This convention 
will be held at the €laypool Hotel, Indianapolis. The 
important men of the shoe world and of those branches of 
business interesting to shoe men are on the program. 

Indiana retail shoe merchants will find much that will 
prove of real value to them at this get-together meeting. 
Your headquarters will send you literature which you are 
requested to read carefully as this will be a big paying 
investment. 

The “Recorder” will give the full program of this important 
event in another issue. 


BOOT AND. SHOE RECORDER 51 


The Eeonomic Advantage to the Shoe 
Industry of Re-educating the Cripple 
for Mutual Protection 


By DOUGLAS C. MURTRIE 


Director, Red Cross Institute for Crippled and 
Disabled Men, New York 


In the past, our method of dealing with men permanently 
disabled in the course of employment has been to pay the 
worker a pension in the form of compensation, and forget 
him and his injury. But the cost of disability to the shoe 
industry has not been alone in the premiums paid for casualty 
insurance. There has been the cost involved in the training 
experience, and adaptation of a skilled worker who does not 
return to his job, and fitting of a newcomer to take his place. 


Getting the Man Interested 


Rehabilitation for self-support is done by the re-education 
of an injured man for an occupation which he can follow, or 
a process which he can perform, in spite of his handicap. 
The science of rehabilitation is new, and the experience in it 
has practically all been gained in the effort to make sound 
and just provision for the disabled soldier or sailor. Every 
country among the recent belligerents is today operating a 
comprehensive system of re-education for disabled soldiers, 
and is placing upon that system more dependence than upon 
the pension system. 


What Job Can He Do 


Paying a man a small monthly or weekly stipend on which 
he is expected to live in idleness is not a very censtructive 
method. With the breakdown of confidence in the pension 
system, it was realized that the only real compensation for 
disablement was restoration of capacity for self-support. It 
was further realized that very few jobs require all the physical 
faculties and that in the present-day variety of industrial 
processes, it is possible to find a job in which a man witha 
given type of disability can function 100 per cent efficient. 
Some jobs are standing, some seated, others require walking 
about, some jobs at a bench working on small articles require 
but little strength, others involve great physical exertion. 
Still others do not require the sense of hearing, in others the 
sense of sight is not essential. Finding the future work of 
the disabled men, therefore, requires expert and painstaking 
choice, but a successful selection is possible even for the 
seriously handicapped. The first aim is to place the man back 
in a different job in his own trade or in a trade closely re- 
lated. In such a job his past experience will stand him in 
good stead. Failing this, he can be re-trained for a different 
line. 
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Sam Shoe Horn --- Did It Ever Happen to You 
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An Open Mind on Trade Acceptances 
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Better Credits as a Financial Safety to Industry During the Reconstruc- 


tion 


Y slow degrees the Trade Acceptance idea is taking root 
in commercial America and supplanting the old open 
account credit practice. Large, progressive mercantile 

houses and manufacturing establishments are studying the 
practical workings of this reform movement for they realize 
the advantage that will accrue to themselves, their customers 
and the country at large by its general adoption. 

Some of the more obvious advantages that are to be de- 
rived from a general adoption of the Trade Acceptance idea 
are: 

Advantage to Sellers 

To the seller: That they substitute liquid assets for incon- 
vertible open book accounts; that they serve as a check on 
overbuying; that bookkeeping is simplified; that disputed 
accounts are practically eliminated; that they increase the 
percentage of prompt payments; that they prevent taking 
of unwarranted discounts; that they reduce expense of col- 
lection; obviate the need of selling book accounts; provide 
choice paper readily discounted. 


Advantages to Buyer 


To the buyer: Trade Acceptances give better credit stand- 
ing with seller; entitle acceptor to best prices; they are a 
check on overbuying; give better standing at bank because 
“acceptances payable’ are more favorably regarded than 
“accounts payable’; to everybody concerned, Trade Accept- 
ances transform dead, inactive capital that is locked up in 
open accounts into live capital, liquid money, currency. 


National Need of System 


The financial safety of the United States during the con- 
tinuance of this war is going to be severely tried. To avoid 
a money stringency that may ensue the administration and 
the Federal Reserve Board are bending every energy. A per- 
fectly liquid currency is as essential to the well-being of this 
nation as an Army ora Navy. The universal adoption of the 
Trade Acceptance practice will greatly assist the Reserve 
Board in keeping the credits in this country in the liquid 
state that is so essential. 

The open account is weak, not only because it fails to 
serve properly the purpose for which it was created—namely, 
to express a commercial obligation—but also, and perhaps 
more seriously, because it has tended towards the develop- 
ment in perfectly honest men of habits of carelessness, lack 
of caution, indifference, business recklessness, not in the least 
easy to reconcile with the theory of commercial honesty. 

Under this method the buyer of merchandise promises to 
pay. This is not a written promise, af best it is only verbal, 
and in the great majority of cases does not go beyond the 
form of a mere understanding, which ordinarily covers not 
all, but only a few of the details entering into the transaction. 

The merchandise transaction from which the obligation 
grows remains wide open until the debt is fully paid. If the 
buyer desires to return a part of the merchandise delivered, 
or to cancel orderg—and unfortunately he does so desire all 
too frequently—the burden of proving correctness of deliver- 
ies rests not upon the buyer who, naturally, would raise the 
point, but upon the perhaps entirely blameless seller, who 
wishes only to receive payment for his goods. 


Period 








* A Banking Service 


Under the practices and customs which have developed 
from this open-account method, the seller of merchandise 
actually performs a gratuitous banking service for the buyer, 
carrying the obligation upon his books to maturity and fre- 
quently well beyond. 

But most serious of all the evidence we have discovered 
against the open account is the fact that a surprisingly large 
percentage of the obligations expressed in this form is not 
paid promptly at maturity. Possibly this is due to a tend- 
ency from which even the best of men are not free—to select 
the line of least resistance; to do the things first the need of 
doing which appears most conspicuously; and to put off 
until more convenient time performance upon obligations 
which in their form suggest the ideas of ease and latitude. 


The System in Practice 


In order that all of you may understand fully the work- 
ings of the trade acceptance between buyer and seller, let us 
take a concrete case: If a shoe manufacturer sells to a retailer 
a bill of goods due, let us say, 90 days from date of invoice, 
and the transaction is to be handled by a trade acceptance, 
the manufacturer attached to the invoice his draft on the 
retailer, payable 90 days hence, such draft reciting that the 
acceptor may name the place of payment, and also reciting 
that the draft is given for goods bought. This draft, when 
received by the retailer, is accepted by him, by his writing 
across the face of the draft the word “Accepted,” giving the 
date and writing in the name of a bank where the accept- 
ance will be paid, and signing it. He then returns the draft, 
now called an “acceptance” or “bill,” to the manufacturer, 
who, thereby has a negotiable instrument which he can 
readily convert into cash at that time or at any time there- 
after before maturity, as suited to his own financial require- 
ments, instead of having an open book account which may 
be paid when the 90 days are up but ,which more than likely 
is not paid until some time thereafter, the time of payment 
usually being determined by the financial convenience of the 
purchaser. At the time of acceptance, the retailer has in- 
dicated on the draft the place where he will pay it, which 
usually is either his own local bank or a city bank with 
which he has an account, or a city bank with which his local 
bank keeps an account. If the place of payment is other 
than the town in which the acceptor does business, he should 
arrange with the drawer for some other place of payment. 
At maturity the draft will be presented at the place which he 
has indicated. If the funds are there, it will be paid just 
the same as would his check on that bank, and the transaction 
is closed. If not paid, the acceptance will be protested, just 
as would a promissory note. The Trade Acceptance is not 
for use in cash or practically cash transactions. In those 
lines of business where sales are practically for cash the 
trade acceptance need not come into use. 


When You Buy “Cash’’ or “30 Days’’ 


Where you buy goods on terms of cash on delivery or 30 
days net, and you are prepared to pay for them in accord- 
ance with such terms, there is no actual need for your use 
of the trade acceptance. But where you buy with a Spring 
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or Fall dating, for example, you order goods now to be deliv- 
ered in May or June with an October 1 dating, then it must 
have occurred to you that the wholesaler in fixing the price 
has included interest at 6 per cent certainly from the time 
of delivery to October 1. and if, as is likely to be the case, as 
soon as general business conditions have become normal and 
trade acceptances can be handled at less than 6 per cent, it 
would be much better to use a trade acceptance and make 
the difference in interest between the rate at which the 
trade acceptance is handled and the percentage that has been 
included in the purchase price of the goods by the manufac- 
turer. 





Shifting the “‘Load’’ on Soles 


.Readjustment of Hours of Factories Everywhere 


Shoe merchants in manufacturing cities are studying the 
problems of the readjustment of their hours to the changes 
that are taking places in the schedule of the factory workers 
and mechanics of their respective communities. 

In one city, the majority of the factory workers have 
gone onto a schedule of eight hours a day with the new year 
and the return of peace. It is still a problem whether they 
shall work from 7 to 4, or from 8 to 5. The merchants favor 
the 7 to 4 schedule. That would give the factory worker 
a chance to do his shopping in the late hours of the afternoon. 

Building mechanics in some cities are seeking an eight- 
hour day. If they get it, they will have plenty of time in the 
afternoon to do their shopping. 

More Business—Fewer Hours 

While factory workers and mechanics are getting the short 
day, store clerks are likewise seeking the short day, and that 
further complicates the problem of store hours. Evening 
hours have been cut off the schedule of most of the stores of 
the country, and the afternoon half holiday the year round is 
coming. 

In one city, the merchants have taken the bull by the 
horns, and are trying to shift the heavy load of trade from 
Saturday afternoon and evening to Monday morning. It is 
a small city in which this task is being undertaken, and the 
merchants in it are in competition with merchants in a 
neighboring big city who feature big Monday sales. 

One thing is plain and it is that hours for keeping the store 
open are shortening, and business must be done more effi- 
ciently during the fewer hours that the stores are open. 





The Sock Lining of Shoes 


Great Variety in This Little Detail of Shoe Building 


It would have been worth the while of a buyer, who likes 
to know what is inside the shoe, to have been in a Lynn office 
the other day when a salesman showed one sample pad of 
samples of sock linings for shoes. 

There are nine varieties of leather in the pad, and it is 
only one of several pads. The varieties were these—natural, 
natural white, russet, chrome, pearl white chrome, white, 
and two black faced varieties. 

The salesman said he had sock linings made from splits of 
bark tanned and chrome tanned leather, both sole and 
uppers, from splits taken from belting leather, welting leather 
uppers, and glove leather. 

He added that he had about forty-seven different ways of 
treating the leather, to meet the particular requirements of 
shoe manufacturers. 

How many buyers realize that shoes are so complicated 
and have so many complications even in this small detail of 


sock linings. 
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All-White Shoe Store 


It Would Fit Right into the Times and the Styles 


Who will be the first to start an all-white shoe store, or an 
all-white department in a shoe store? 

Call it a Spotless Store, or what you will. Who will be the 
first to start it? 

A white department, selling white shoes, is more or less 
common. But there isn’t an all-white store in the country, 
as far as can be learned, that is a store that has white equip- 
ment, white cartons, white chairs, white walls and white 
clothing for clerks. ‘ 

All white shoe factories there are, so completely white 
that the men and the women in them wear white shoes on 
their feet and white hats on their heads. It is no fad, this 
complete whiteness. It is economy and efficiency, because 
it is protection against dirt and dust, which are among the 
worst enemies of white shoes. 

But no all-white shoe store is there, or white department 
in a store, with white walls, white display stands, white 
tables, chairs and benches, and everything else as white as a 
tile bathroom, with white enamel fixtures. 

A big sale of white shoes is coming next year. Hence the 
opportunity to establish an all-white shoe store, or a white 
department in a store. It would be in harmony with the 
white shoes. It would be good advertising, too. Imagine 
how much would be the talk about such a novelty as an all- 
white store. Certainly it would bring trade to the doors. 

Incidentally, an all-white store, with a white trimmed 
window, would be a real peace window. 





Progress in Business 
Firestone Enlarges Boot and Shoe Production 


4 

Akron, Ohio.—The footwear sales business of the Firestone 
Tire and Rubber Company of Akron, Ohio, is rapidly in- 
creasing. Despite its comparative youth, this branch of pro- 
duction, which was started a year and a half ago, has already 
attained major proportions. The selling force has recently 


.been augmented by the acquisition of fourteen new men. In 


their interests a convention was held during the weeks of 
December 30 and January 6, the principal feature of which 
was a training school in which every man was thoroughly 
grounded in the principles and policies of his work. The first 
selling force as constituted in the Fall of 1917 has been almost 
quadrupled. 

Spacious quarters have been assigned to boot and shoe pro- 
duction. The manufacturing divisions now occupy six wings 
exclusively, in consequence of the fact that their original 
force of twenty employees has grown to seven hundred. The 
general offices are housed for the present on the second floor 
of the new adjunct to the Firestone manufactories, which is 
the largest of the buildings and is locally known as Plant 
Number Two. Three hundred thousand square feet have 
been set aside, and in addition to the offices the warehouse, 
packing room, and other units have been installed here. In- 
dications are that the facilities thus provided will soon be out- 
grown. 

The company reports a generally increasing demand for the 
items on its footwear list. Sales for 1917 totalled $715,000 as 
compared with $2,216,000 for 1918. The manufacture of 


light footwear was begun in May of last year, and the present 


output of 2,500 pairs a day promises soon to be doubled. 
The addition of several new lines denotes a still. furthe 
growth. ; 





BOOT AND SHOE RECORDER Feb. 8, 1919 





The Real Test of the Strength and 


Wearing Qualities of a Shoe Lining 
Is the Breaking Strength per Square Inch 





FILLING TEST —-—-——— 


OF ‘“‘RED-LINE-IN’’ AS COMPARED WITH 
THE BEST OF ORDINARY SHOE LININGS 


HESE 70 pounds translated into service mean longer wear for the 
shoe, better shape-retaining qualities and comfort for the wearer. 
“RedAnerw wears two to three times as long as ordinary shoe linings. 


“ReadMe for your regular grades of men’s and women’s. 


Pursue" Wewt SHOOF (moisture repellent) for your extra-hard- 


service and water-proof grades. 


Your shoe manufacturer can put these linings in any of your shoes for 
for only a few cents more per pair. Call for them when placing your 
order. 


FARNSWORTH, HOYT COMPANY (makers) BOSTON 
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New Orleans "Tic City of Optimism 


Features in Shoe Merchandising in a City of Delightful Courtesy, Neatness 
in Style and Quaintness 


shoes that are “right smart.” 
Whether they’re on Canal Street, St. Charles 
Avenue, or in the French Quarter, one sees that the men, 
women and children are for the most part moving along with 
feet that are well-groomed. 

These wearers of good style 
boots and shoes are in the big 
majority and they make their 
purchases from the stores in 
their home city and at prices 
corresponding to the prices 
prevailing in other parts of 
the country. 

The stores selling these 
shoes -are for the most part 
very well stocked with strictly 
up-to-date lines of goods and 


: OU-ALL must know that New Orleans folks wear 


are roomy and well lighted so- 


that the buyer can readily see 
the material and workman- 
ship of the shoes offered for sale. During the war there was 
not so much attention paid to special features and decora- 
tions as was done by some of the leading stores 
in the other big cities but the stores were kept 
neat and attractive, the merchants contented 
themselves with advertising in the daily papers 
and contributing liberally to the bond issues, 
the W. S. S. and to the welfare societies working 
for the comfort and health of our boys across 
the water and in the camps on this side. 


Readjustment to Peace Basis 


Now that readjustment is in progress the 
full quota of clerks can be secured and more 
attention can be given to window displays and 
to the inside attractions that are so valuable in 
adding to the profits of the shoe merchant. 
Naturally the war took many of the clerks 
into the Army and Navy and the stores .were 
left somewhat short of working forces but, for 
all that the purchaser of boots and shoes found 
that the salesfolks were always courteous and 
pleasant and seemingly with plenty of time to 
devote to the interests of their patrons. South- 
ern politeness makes the seller of shoes patient and cheerful 
and the comfort loving buyer receives, under these conditions, 
the best of service. 


**The City Care Forgot”’ 


“The City Care Forgot” is different from any other city 
in the United States. Canal Street a splendid wide thorough- 
fare separates the so-called French Quarter from the American 
side on the South. These sectional titles are mostly used in 
giving location in a general way. The French Quarter is the 
older and more colorful in a foreign sort of way. Quaint old 
buildings with worn-green shutters and worn-green doors 
that swing on heavy iron hinges and built to protect from 
invasion are everywhere. These buildings have galleries that 
extend out over the sidewalk, in many cases being supported 


by small pillars. In traversing this section looking at the 
shoe shops that are fairly plentiful one is impressed by the 
iron grill work on these balconies. Shoe shops are of varying 
dimensions from the large high studded salesroom to the 
little shop in the front room of some ancient dwelling. Some- 
times shoes are hung on the outside of the store to attract 
and again they are displayed in a window in conjunction with 
other merchandise. Curious old characters are continually 
being met and the glimpses that are had of some of the really 
delightful foreign looking courtyards with their walks and 
palms and flowers almost make you forget that the shoe 
retailing of N’Orleans is what you are after. 


The American Section 


Crossing Canal Street, into the American section you find 
that the street which extends continuously through both the 
French and American sides has had a change of name after 
crossing Canal Street. It will also be noticed that as you go 
away from Canal Street the buildings and the surroundings 
are changing. The galleries and the iron grill work diminish 
as you go and more space is given to buildings and to homes. 
Gardens appear and on many of the better streets flowering 
trees and palms add beauty to the scene. In order to realize 
the character of this city you must take in all 
parts of it from the delightful French side out 
through the beautiful St. Charles Avenue with 
its fine residences and its many tropical plants. 
The people must be studied and an inkling of 
the history of the place obtained before you 
realize that many of the nationalities of the 
world are represented here. This is what the 
merchant of shoes in this city must do in order 
to become successful in his service to the public. 





Expert Service and Satisfied Customers 


The new comer about to purchase shoes not 
being acquainted with the merchants naturally 
goes to some store carrying a well known and 
well advertised line of shoes. He is received 
with a cordiality that is human and not pat- 
ronizing. He sits in furniture that is modern 
and comfortable whether the foot is on the floor 
or on the fitting stool. The stock is well located 
and systematically arranged so that the shoes 
wanted are easily obtainable. The desire to 

satisfy the customer is apparent for every attention is given. 
The clerk is well informed and capable and the sale is made 
with pleasure to both parties 
and is a forerunner of the sales 
of thé future. In this instance 
the salesman showed his knowl- 
edge of fitting because of his 
reluctance in‘selling a pair of 
shoes too large for the custom- 
er’s foot until he understood 
the condition of the feet of the 
customer and the nature of the 
work that the shoes. would be 
called upon‘to perform. , 
Another pair of shoes came 
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THE SOLE THAT 
HAS MADE WHITE 
SHOES STAPLE 
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OU can increase very con- 
s4 siderably your sales of white 
ate shoes if you specify IVORY 
WH SOLE LEATHER for them. 


UZ} 
342 VAUGHAN’S IVORY SOLES 
UZ and HEELS give you a talking 
St point that not only makes sales 
but re-sales. Customers like them 
7 because they retain their original 
i beauty of appearance as long as 
wi the shoes wear. They can be 
344 cleaned‘ with the rest of the shoe, 
their edges are their own and there- 


fore cannot crack or peel. 

You will make no mistake by in- 
sisting upon IVORY for your 
white shoes—it is comfortable, 
durable and good to look at and— 


Costs no more than other good soles. 
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from a store carrying several well known selling lines and 
here the same delightful salesmanship was found. Owing 
to the desire on the part of the buyer for a shoe of a certain 
type several fittings were necessary. The stock was large 
and the styles numerous and all in the late models. It was 
so placed that considerable speed was given in getting before 
the buyer the various styles for choosing. The bundle desk 
and the cashier’s booth were 
nicely located so that efficiency 
resulted from these branches 
of service. 


Further Survey of French 
Section 


Now we leave Canal St. and 
St. Charles Ave., and go some 
distance into the French sec- 


tion to a spacious store well . 


equipped with all sizes and 

grades of boots and shoes for 

men, women and children, 

where the stock is placed in 

accordance with a well defined 

‘ plan and readily reached by 

. iba) the salesman or the saleslady. 
Using the — ag The variety of trade in this 
awl and needle part of the city called for a 
ta weave th large stock and the volume of 
manila braids ‘business warranted the so- 
together into doing. The same good spirit 
rope so/es— of selling existed here and the 
effort to please was spleridid. 


Findings a Big Feature 


In most of the stores finding cases occupy prominent posi- 
tions where the customer sees displayed all the shoe acces- 
sories that might be needed. For the best part the placing 
of these cases has heen given careful thought so that a definite 
impression of the goodly stock is made in the mind of the 
person in the store. Many of the stores have their cases near 
the entrance so that either on entering or leaving your 
memory is jogged. Thus the merchant gets you both ways, 
coming and going. 

Hosiery for both sexes comes in for its share in the business 
of the more progressive merchants, for who can think of 
boots and shoes without thinking of socks and stockings and 
vice-versa. 

The department stores of this city have good spacious shoe 
departments and are well stocked with the principal well- 
known lines of this Country at a scale in prices to suit the 
most fastidious as well as those of more humble means and 
at the same time to give to the wearers the necessary comfort 
and wear. 


Seuthern Women’s Shoes Always Trim 

Southern ladies are extremely proud of their feet and justly 
so if one can judge from the styles worn and the conditions 
of the footwear seen, for the upkeep is fine, the shoes being 
almost always in good shape and seldom run over at the heel. 

Stores of all sizes are fairly numerous. Some carry other 
merchandise than shoes and as one goes toward the out- 
skirts of the city the stores naturally become smaller and the 
articles for sale become greater in variety. 

Regardless of size or location all these merchants seem to 
be getting their proportionate share of the business. 


A Little Shop and a Little Lady 


Down in the French part of the Crescent City you find a 
little shop that has been in existence for years. Its proprietor 
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went overseas to do his duty to the land of his fathers and 
his little shop is being splendidly conducted by his relatives 
of the gentler sex. Here one finds imported slippers of canvas 
with rope soles, and strings to tie around the ankle. Black, 
white and brown canvas low footwear, and some of felt, all 
with the soles made from Manila rope and bearing the 
numbers representing the French sizes. The rope soles are 
braided and wound into a flat pattern resembling*a sole and 
then sewed through and through until the braided strands are 
firmly together and the sole has been modelled into the 
desired shape. At a specially designed table she sewed to- 
gether one of these soles, for while the shoes she sells are from 
France she does some making of soles occasionally for special 
purposes. The little lady who conducts this shop says that 
customers invariably ask for slippers regardless of whether 
they are to be worn in the house, on the street, or in athletics. 


High Shoes for Winter 


There is very little call for low shoes here during the Winter 
months. Boston with a Winter mercury going much lower 
than New Orleans probably wears more low shoes at that 
season than does her sister city within the crescent bend of 
the Mississippi River, due regard being given‘to'the ratio of 
population. 

In Summer children wear short socks and low shoes to a 
great extent and in Winter these same children still put on 
the short sock and wear a high shoe. That tells you what 
New Orleans young folks think of the mosquito. 

Lovers of fishing and shooting find ‘the “country around 
New Orleans much to their liking and of ‘course the shoe 
merchants are always ready to sell those ‘high boots that 
sportsmen need. 


All for One—One for All 


In this big city of nearly 400,000 people all ‘pulling together 
for the best interests of the place the question of nationality 
is not considered, all receiving the same uniform courtesy 
and attention. Naturally those of a dusky hue trade more or 
less in stores that make special efforts to get them, for here 
and there one sees window exhibits of shoes that must have 
been manufactured exclusively for colored folks of discerning 
states. 

Advertising in the daily papers is done with good copy, 
mostly illustrated, neatly set and well spaced and these ads 
appearing regularly and seasonably show that the merchants 
recognize the value of consistent space buying and the 
accumulative results from well planned campaigns. 

New Orleans is a city of 
optimism. Peace with re- 
adjustment and prosperity is 
on the way just as surely as 
their boys in the Army and 
Navy are coming back to the 
home soil and the outlook for 
the shoe merchant is one of 
betterment in shops, service 
and sales. 


Frank Leonard, manager of 
the shoe department and ad- 
vertising manager of Crews- 
Beggs Co., Pueblo, Colorado, 
is receiving expressions of sympathy from his many friends 
in the shoe trade on the death of his wife. 

Mrs. Leonard died at the family residence, 1913 Grand 
Avenue, after a short illness of pneumonia. Three children 
survive the mother. 
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APITALIZE on YOUR local 
prominence and REGAL’S 
National prestige, combining the two. 
You will find nowhere a more 
attractive opening for a connection 
which will insure the quick Turnover, 
a big Volume and the night Profit. 
Why not write for the Regal 
Agency Plan ? 


Sample Displays 


Boston, 268 Summer Street 
New York, 1369 Broadway 


Regal Shoe Company 


BOSTON, MASS. 
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Stcck No. 4288 


Cordo Russi: Calf Bal; 12 sq. Sole, 8-8’ Wing‘oot 
Rubber Heel; Invisible Eyelets to Top. 


AA, 7% to 10 B, 6% to 10% 
A, 7 to 10 C and D, 5 to II 


Style Price Telegraph-Order 


- 4288 $6.40 Code Word 


CYRIL 


Prices subject to change without notice 


Regal Shoe Company 


BOSTON, MASS. 
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The Coming Fall’s Samples 
Will Be a Test 


ANY interesting and 
much-discussed “Re- 
construction” questions 

in the shoe trade are going to be 


settled by the coming showing 
of next Fall’s samples. 


The manufacturers know it. 
Thoughtful retail dealers know 
it—or soon will. 


The question of prices—which 
is said to be disturbing dealers 
considerably—is going to be set 
at rest. 


Bates welcomes the oppor- 
tunity to show a reasonable, con- 
sistent, satisfactory set of whole- 
sale prices. 


Relative values for the prices 
asked, as compared with previ- 
ous seasons, are to be closely 
scrutinized. 


Bates welcomes that, too. 
The Bates line will show why. 


Ability of manufacturers of 
Men’s shoes to emerge from the 
period of war restrictions with 
some really strong style ideas has 
been seriously questioned. 


Bates particularly welcomes 
this—because its Fall shoes in- 
corporate certain desirable vari- 
ations from conventional make- 
up that cannot fail to impress 
dealers and other buyers favor- 
ably. 


Although the request, “Wait 
for our Salesman,” 1s hackneyed, 
we earnestly make it, this season, 
because we have made our Fall 
line typical of our best improved 
production. 


A. J. BATES COMPANY 


‘ Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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IN STOCK 
(Correct Dodge- 


FOR ALL OCCASIONS 


The Most Complete Stock Dept. of Its 
Kind---Specializing on Party Slippers 


EVER has this stock de- EALERS who needed smart 

partment been of such time- and better made slippers at ° 
ly service—with the sudden call once have been more than re- 
for pretty party slippers from paid by coming to the Slipper 
everywhere in the U. S. A. Specialists. 


Ask for Our New 
Catalog 


e A, 
Se _. We have some exception- 
eX y ally fine advertising mate- 


B / rial in the form of show 
pA Ay ) ( cards and price tickets. 
AA st Write for them. Yours for 


the asking. 
244—Havana Brown Kid, 6-eyelet Ox- 
ford, 16-8 Full Louis Heel...... $5.00 
230—Same in Patent Leather. . .$4.00 
243—Fine Glazed Kid Oxford, Full ASS QQ 
| Sra $4.25 QQg  QY ade Sevte in aces ig, ree ead . 
QA Moan Ope int oe, 
238—Brown Calf 6-Eyelet Oxford, SS AN = yroccrty sgpatioeess ; s 
Fiat Louie Fleal, Long Vamp. AA.4-2; WS Full Louis HOM, . o..0285. . ceases. $4.25 
A, 3%-7; B. C.D, 2%-7 $5.00 


237—Gun Metal Calf 6-Eyelet Oxford, 
yg ee eae $4.25 


“x Nathan D. Dodge Shoe Co. 
4) Newburyport, Mass. | 


Kansas Cit 
537 Ridge Bldg. 
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Buyers’ oe Reference ms 


Eebecmpege:” oqo gy i i es i . y=. 


Ouane @Hoe | il Soeze 


The feel wins favor. 
wise oa _— Established brand. 


Uniform tannage. 
Manufacturers of the celebrated 


Dependable Cual.ty. 
Duane Shoe De Luxe 


Steadily used by predu- 
The ultimate in Women’s Turned Footwear 


cers of men’s, women s, 
IN STOCK 


and children’s shoes 
Sample Pairs gladly sent on request 








Experi at en'ion to 
expor! ircde. 


\ * 
oN 


| instlilllisitcs 








SULERCOCOCCOCQROGGROCORGORRCRRGRARGRRRCROGEROCERRCROGEURORSRRRRRRRRRRRRRREEL 
ESTABLISHED 1884 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP . 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 


Wood Block Facto Newton Junction, N. H. 
TIO Tianecsabecsunusceuantdoneveccnenseveges 























_ Denensht Walker Comp an 
Famous 


for CLEAN shoes 


[See eeeeeeeees: 











REAL COMFORT 


IN THIS OXFORD 
‘In Stock - 
Black kid, stock tip, 
heavy turn sole—cush- 
ion sock lining—flexible Cats- 
paw rubber heel. 
Cto EE, 2%to8 = 





Our Speeding Line 
—of— 
BAREFOOT SANDALS 
OXFORDS and PLAY SHOES 


In Stitchdown and Welt is now in Stock. 
Many Styles at PRICES RANGING FROM 


60c to $2.75 


WRITE FOR SAMPLES 
Laing, Harrar & Chamberlin $2.95 
43 N. 3d St., PHILADELPHIA Powell z t22-124 Dunne St. 5 


Trade-marks in Foreign Pile = oo al 2 


kid to a deep, rich cordovan brown, the popular shade 
y- 


Countries CORDO <a is the result of exhaustive e 


tation and 
y guaranteed to do all we ym for it. 


Do you Realize the Rngertanse of Pestay of Protecting your Foreign Send for trial 0c package with 10c sc for parcel post— NOW 
Trade in Cuba, Mexico, n Countries and 

alec in Europe, Asia and Africa? 34 Pints $0.75 

Certain Foreign Countries award exclusive trade-mark rights 3.00 

in a trade name or mark to the first a a tive of allon 7.50 


rior use by another. This ~~ Rees Piracy valuable : 
r di ks in such coun’ 

T The Boot a. ——- a, =e a Patent and Trade- ARISTO PRODUCTS 

a 4 egslones. te  % — pay beome your 602 Myrtle Ave. 

‘or tration 

ntries, as well to the United States, Address all Inquire BROOKLYN - - - - NEW YORK 
to Boot and Shoe Recorder Patent and Trade-mark Depart- We have taken over the business of the New York Shoe Dyeing Co. 
ment, 207 South St., Boston, Mass. gare BLACK DYE will dye any leather a permanent jet 














$1.50 
% Ty Gallon 5.00 


ae | 
































We Have on Our Floors 


A Complete Stock of 
These Brands 


For Quick Shipment at Factory Prices 


CH 
dosh yor 
PLAY SHOE 


REG. U. S. PAT. OFF. 


Mahogany and Black Calf, Black 
id and Pat. Leather 











Reg. U.S. P at. Off. 


Mahogany and Black Calf, Black 
Kid, White Buck 





Rez. U.S. Pat. Off. 


Mahogany and Black Calf, Black 
Kid and Patent Leather 





Pattern 28, Play One Strap, Also 


in Blucher 
19-3 Dy Heel... . five eed $3.35 
12-2 D, Spring Heel........... 3.25 
8%-11\% D, Spring Heel....... 2.85 
5-8 E, Spring Heel....... .. 2.45 
2-5 E, Spring Heel....... . 1.85 





Pattern 264, Girls’ Toppie Lace, All Pattern 114, Eight and One-Quar- 
Leathers ter-Inch Lace 
34-5 D; Hedks. 2.0566... a $5.25 2)4-7, $-8 Heel, A AAA, AA, A, B, 
12-2 B, C, D, E, Heel.. 4.15 C, D, All Leathers............ r 
8k- Tt i, é, D, E, Spring Heel.. 3.75 ry "q-inch, 6-8 Heel, B, C, D, 
D, E, Spring Heel.. 3.40 1 Leathers 





Pattern 54, Fox Lace 


ee rere eee $3.50 
12-2 D, Spring Heel.......... . 3.40 
814-11\% D, Spring Heel... .... 3.00 
5-8 E, Spring Heel............ 2.75 
2-5 E, Spring Heel........ 2.00 





* 


Para 240, Little Gent’s Lace ‘7 
$4. 


5-8 D, E, Spring Heel.......... 3.15 


. Pattern 124, Seven-Inch Lace 
; 2-7, 8-8 Heel, B, C, D, All 
Pattern 52, Fox Button ; Leathers . $5.75 
Description and Prices same as 12-2, 6% Top, 6-8 Heel, B, ‘C.D 5 
Pattern 54. All Leath 4.60 
Special Note ; 
to Retailers 
You will quickly recognize 
the selling value of these 


brands in ‘your locality 











through the full page ads attest emrcmap oe 
which are being used to 12-2 C, D, E, Heel... 1.1222 :: 3.60 
exploit them regularly in the eels G BD. oe dD, 1x Pecine Heel. 3.25 
Saturday —t Post, 5-5 D, E, Spring Heel. ......... 2:75 
Harper’s Bazar, Vogue, ee é 
i ; ’ Dietributed. by Pattern 154, Six Eyelet Oxford 


Vanity Fair and Good ~7. 8-8 Heel, AAA. AA, A, B, 
Housekeeping. Cash in.on | EELLET-KENDALL. SHOE CO. €b-sittemier. 2°52": (ss.s 


this big National Campaign. 
KANSAS CITY, MISSOURI Menten... 5.5 os sieves cbse sese 4.00 
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Busrer Brown SHOES 


G PORE profits depend largely upon the volume of 
business done. The sale of children’s shoes adds 
greatly to this volume of business. The store that’ 
gets the children’s shoe trade will get the trade of the 
grown-ups. Buster Brown Shoes will help you get 
this trade—and hold it—for these shoes keep the 
child’s feet strong and healthy. It pays to sell shoes 
with an established reputation. 


Brown Shoe Company, St. Louis,.U. S. A. 


Exclusive Manufacturers of White House Shoes for Men—Maxine 
Shoes for Women—and Buster Brown Shoes for Boys and Girls 


Salesrooms : 
New York, Chicago, San Francisco and All Principal Cities 
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TANNERY AND GENERALOFFICES 
THE OHIO LEATHER. CO. 
GIRARD OHIO. 


BOSTON 
THE OHIO LEATHER CORPORATION 


33 SOUTH ST. 
NEW YORK 


OSCAR SCHERER AND BRO. 
29 SPRUCE ST. 


HARRISBURG 
S.B.ROMBERGERS SONS CO. 


65 SO. TENTH ST. 


MILWAUKEE 
A.R.MUELLER COMPANY 


258 4TH ST. 


ST.LOUIS 
JOHNSON-STEPHENS £ PATTON LEATHER CO. 


1602 LOCUST ST. 
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We We 


Charmed 
with the 
STYLES 
Shown In 


CATALOG 


Showing twelve Oxfords 
on the floor to-day 





Black—White—Brown 
Welt and Turn—4.50 to 5.00 


If you want it 


—JUST SAY SO! 
Williams Clark and Co. 


Mass. 
pe “oe Street, Boston, Mass. 
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an 
<LI 
MILWAUKEE 


KILLED shoe labor is abundant. Our employees are 
contented, not only because they receive high wages 
and live in residences (not tenements), but because Mil- 
waukee is a splendid, modern, healthy city in which to live. 





T is known as the ‘“‘City of Churches,”’ the ‘‘City of 
Schools,’’ the ‘‘City of Swimming Pools!’ Asa home 
city, it is delightful. We have everything that an up-to-date city 
should possess, — parks, recreation spots and interurban roads 
which permit ideal transportation to hundreds of near-by game 
fishing lakes. Our public school system is unexcelled. 


ALBERT TROSTEL & SONS COMPANY 
BRADLEY & METCALF CO. 
EDMONDS SHOE CO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE CO. 
THE MENZIES SHOE CO. 
OGDEN SHOE CO. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 











Albert H. Weinbrenner Co. 
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‘The Edmonds Improved 
Everyday Shoe! Made in a1007 


specialty factory. Exclusively devoted to 
the making of this one shoe! One leather! One . 
last! One quality! One price —a price fully 
75 cents lower than its nearest competitor! Our entire 
factory building (three floors) is extlusively devoted 
to the making of this one shoe! But we make lots of them! 
We give you the price advantage of quantity production and 
we concentration on the easiest selling shoe in the 
world. 


CARRIED. IN STOCK FOR IMMEDIATE DELIVERY 


AA to EE (5 to 12—-sizes and half sizes) 


Edmonds 
Shoe Company 


Milwaukee Wisconsin 
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LeaTHeErs 


ZTEC CALF IS FAVORABLY KNOWN AS 
A SPECIALIZED LEATHER FOR SUM- 
MER SHOES. TANNED SO THAT THE 
NATURAL PORES OF THE HIDE ARE 
LEFT OPEN, THUS INSURING A 





AZTEC 
CALF 





BREATHING OUTLET FOR THE FOOT, 
AZTEC CALF MAKES AN IDEAL 
LEATHER FOR SPRING AND SUM- 
MER SHOES: THIS LEATHER HAS 
THE CONFIDENCE OF THE BEST 








SHOE MANUFACTURERS. AND MER- 
CHANTS, WHO KNOW AZTEC CALF 
AS A LEATHER OF UNFAILING QUAL- 
ITY, YEAR IN AND YEAR OUT. 


IKING CALF IS ESPECIALLY MADE 
FOR FALL AND WINTER SHOES, AND 
AS SUCH IT HAS QUALITIES THAT 








CALF 





VIKING COLD AND WET WEATHER. IT IS 


MAKE IT PECULIARLY SUITED FOR 


TANNED TO PREVENT ANY OUTSIDE 
MOISTURE FROM PENETRATING 
THROUGH; IT RESISTS SURFACE 











ABRASIONS, IT IS LIGHT AND PLI- 
ABLE AND IT TAKES A BRILLIANT 


POLISH. 
Specify These Leathers in Your Orders 


A. F. GALLUN & SONS 


MILWAUKEE, WIS. 
H. A. ELY, Manager 1l East St., BOSTON 
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attract—the better pleased the 
customer will be. 


No line of children’s shoes 
receives more careful attention 
to details—more thought of 
wear and appearance—closer observa- 
tion of those features which make 
the finest kind of substantial foot- 
wear for youngsters—than do the 


shoes made by Kalt-Zimmers Mfg. 
Co. 


The K-Z Line is made in a market 
noted for Quality First.. It repre- 
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HIGH QUALITY aeak C 
: FOR ACTIVECHILDREN —. 


The K-Z Line of children’s shoes is a high 
grade line all the way through. The better 
the quality—the better class of trade it will 





69 





sents every style of shoe for dress, school 
‘or play—for infants, children, misses and 
growing girls. 


And downright sturdiness is 
the basis of every single pair. 


In addition to unsurpassed 
quality, K-Z children’s shoes are 
sold at popular prices. This com- 
bination means a trade-building 
and profit-making possibility for shoe 
merchants unobtainable in any other 
line. 


For an opportunity to examine 
samples and see the entire K-Z line, 
write today to 


KALT-ZIMMERS MANUFACTURING CO. 


MILWAUKEE 


WISCONSIN 
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414 


Brown Harves- 
ter Blucher 


WEYENBERG 
5 B..ONE 5 


are playing a very 
important part 
in the world’s 
Reconstruction 








In stock for at 
once shipment 





This shoe has a heavy 
single sole, Goodyear 
Welt, soft toe, and is 
made over the Munson 
Last. It is unlined. 


There is no better leather 
made than Harvester Calf. 
It is soft, pliable, tough 
and resists water. Brown 
hooks and eyes and stitch- 
ing to match the upper. 
Sole leather counter and 


grain sole leather insole. 
$4.15 


No. 456—This shoe is 
built of the same material 
as 414 and, in fact, is the same 
shoe excepting that it has two 
full soles, the middle sole bein 

viscolized chrome, and instea 

of hooks and eyes this shoe has 
all eyelets. $4.25 


THE demand for good shoes— 
Weyenberg Shoes— is great- 


er now than ever before and alert mer- 

“8 chants are fortifying themselves to meet 
amit. the demands which are going to be made 
wide upon them for Weyenberg Quality Shoes. 


The men who are returning tocivilian lifefrom the — 
Army and Navy are accustomed to Munson Last Welt 
Shoes and they want something as good to work in. Stock 
Weyenberg Shoes for Service and let the people know that 
your store is the Weyenberg Store and yoursuccessis assured. 

The two shoes shown are Brown Harvester Leather and 
will withstand barnyard acids and still the stock is pliable 
and tough and the shoes fit well and wear like iron. 

Remember we make many other styles, both in Service and Dress 
Shoes for Men and Boys. 


We make all the shoes we sell and we make more than any other manufac- 
turer in the Northwest. 
Mail orders shall have our prompt and careful attention. 


The illustration shows F . 
ae sees sae Weyenberg Shoe Mfg. Co. 
ne = = = Milwaukee, Wisconsin 


7 
= 


alill 
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ANNOUNCEMENT 


[UE to the increasing de- 
mand for ‘“‘Milwaukee 
made’”’ shoes in the East, we 
have consummated an ar- 
rangement whereby 


Dunham Brothers Co. 


Brattleboro, Vermont 
are our New England 


Distributors 


Twenty-five of their repre- 
sentatives will cover New England 
beginning about March first with a 
full showing of Weyenberg Shoes for 

_ Service, and prompt deliveries are 
assured Eastern merchants. 


Weyenberg Shoe 


Manufacturing Company 
Milwaukee, Wisconsin 





Milwaukee Shoes 
invariably domi- 
nate in localities of 
easy access, and 
the only reason for 
lack of dominance 
in the East has 
been inadequate 
facilities for 
distribution. 


This has all been 
changed by the House 
of Weyenberg. 


Carload shipments, 
and larger, will go 
forward to Dunham 
Bros. Company, 
and after March first 
New Englanders will be 
able to procure Weyen- 
berg Shoes for Service in 
any quantity and as 
quickly as if the shoes 
were made in that lo- 
cality. This is a feature 
heretofore problematical, 
due to great distance be- 
tween us and Eastern 
shoe wearers, 


If, perchance, you 
are unacquainted 
with the Weyenberg 
Line, you can do 
yourself and your cus- 
tomers no greater service 
than to get in touch with 
Dunham Bros. Company 
at once, or write us for 
detailed information. 


~] 
—_ 
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War times have taught people to save, and in being so taught 
UAHA UIT HIU hey have learned that buying merchandise of real Quali HIE E 
HII $6 the baste of trixe economy. — er a 


lth From now on Quality trade will be more in evidence than ever WINNNINI ULE TLAI| 
ATTY before and if you establish your store in the mind of the buyer (UIAAINNUHILAII 
as the place where Quality merchandise can be secured your | 

(IIIT AUIITHH business is sure to become deep-rooted and flourishing. INIA 
Nn 








Mayer Honorbilt Shoes have a long, unbroken record for 
undisputed Quality. The high grade character of Honor- 
bilt Shoes is thoroughly well known to the trade and | | | | 
is everywhere conceded. | | 








If you will sell Honorbilt Shoes you will il (l | 
be convinced that the line is a safe ll 
and profitable one to handle. | | | 


F. MAYER ll 
BOOT & 
SHOE CO. 


Milwaukee | 17 
ie ( 
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FARMUSE 


(Ammonia Proof ) 


GRAIN | 


Tanned to Stand the Hardest Wear 


FARMUSE GRAIN is given a double tannage 
to make it the strongest, most durable, and 
softest feeling leather possible for Farm and 
Work Shoes. 


FARMUSE GRAIN is chrome-tanned to give 
it the strength, durability, and permanent 
softness characteristic of chrome leathers. It 
is then given an extra tannage, in a vegetable 
tanning liquor to make it resistant to the 
ammonia and acids of the barnyard. 


Work Shoes, especially those worn on the 
farm, have to stand longer and harder wear 
than any other kind of shoe. They require a 


correspondingly stronger and more durable 
leather. 


When you have FARMUSE GRAIN in your 
farm shoes you can be sure that you have the 
best leather the tanner can turn out for the 


purpose. 


Satisfy your customers that they are getting 
the best leather to be had in their work shoes 
by showing them the “Farmuse” tag or 
certificate which we supply to manufacturers 
using this leather for each pair of “Farmuse” 
shoes. Send to us for sample of the leather, 
tags and certificates. 


Pfister & Vogel Leather Co. 


Milwaukee, Wis. 
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IN STOCK 


The shoe buyers of this great country find in 
Chicago a satisfactory service. 

In-Stock is the slogan of the Chicago market. 
The retail shoe merchant receives in Chicago that 
immediate merchandise shipment. 

The Buyers of America and the Sellers of 
Chicago work in perfect harmony. In Chicago 
there is a perfect system of co-operation. 

The manufacturers and wholesalers of Chicago, 
through their In Stock Service, meet every price 
and every trade. For men’s, women’s or chil- 
dren’s lines, Chicago is The Great Central Market 
for Goods in Stock. 
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Quality is a synonym for Chicago shoes. 
Chicago is known the world over as The great 
Central Shoe Supply Market of America. 

The buyer purchases his shoes in Chicago, 
because he can buy shoes at prices which will 
enable him to make big profits.. In Chicago the 
merchant is guaranteed a selection of the widest 
possible range. Merchandise is here found to 
meet his trade’s every requirement. 

Chicago is a centre of distribution for advance 
shoe styles. The merchants of the United States 
will be well repaid for a frequent visit to the 
Chicago market. 

The Headquarters for Quality mer- 
chandise—Genuine values—In Stock 
Service—A1 Transportation facilities 
—is CHICAGO 
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A “Wingate” Turn 


Of Popular “‘Polar’’ Cloth 


















AN ALL QUALITY 
OXFORD THAT WILL 
PROVE A BIG SPRING 
SELLER 


52 LAST. 17-8 FULL 
LOUIS COVERED 
HEEL. ALUMINUM 
PLATE 


Wingate Shoe Corp. 


Haverhill, Mass. 


BOSTON OFFICE, ROOM 303, 183 ESSEX STREET 


: NEW YORK OFFICE, 485 MARBRIDGE BLDG. 
2] 
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THE GREAT 
HELP TO ALL 
a MERCHANTS & 
Wee DISPLAY MEN 


** The Guide to Better 
Window Displays’’ 


LLUSTRATED in colors, showing window 
display materials never before offered. 
This edition.is just off the press and is 

full of new ideas for Spring 1919. The most 

complete catalogue we have ever compiled. 

It lists the finest line of 


ARTIFICIAL FLOWERS AND 
WICKER DISPLAY FIXTURES 


ever designed. It is the three months’ work 
of display experts. New ideas in floral de- 
signs, background screens, window furniture 
and wicker fixtures. All fully illustrated and 
priced astonishingly low. No merchant nor 
display man should fail to secure his copy. 
It is FRE 


pe (oe FREE 


Just your name and address on your business stationery 
will bring your copy prepaid. You 
are under no obligation whatsoever SEND NOW 


THE ADLER-JONES CO. 














' 333 So. Market St. Chicago 





IMPROVED-REVISED-CORRECTED 


1919 Directory of 
Shoe Manufacturers 





The 16th original edition will contain all the improved 
features of previous editions, thoroughly and carefully 
revised to date. 


More important changes have occurred during the past 
year than ever before. Many new firms, changes in 
addresses, changes in lines of production, etc. 


Remember this is the only Directory giving complete 
description of product, output in plain figures, and 
containing the names of actual manufacturers—no 
jobbers included. 


Vest Pocket Size, Price $2, Postpaid 





American Shoemaking Publishing Co. 
Successors to Rogers & Atwood Pub. Co. 
683 ATLANTIC AVENUE - -. BOSTON, MASS. 





ACCURATE - COMPLETE - HANDY 
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TRIM YOUR 
WINDOWS 
TO SELL 


SHOES 








---just as the Stores 
on State Street, Chi- 
cago are doing 





The O-G State Street Store—showing the effectiveness of the “‘high-up'’ display with 


A simple and effective trim with Hecht Individual Glass Pedestals and Shelves 


Send for Fixture 
Catalog G-G 


Illustrates many ideas of glass 
window trimmings. Has scores of 
suggestions for all shoe merchants. 
Catalog “L” describes Period 
wood fixtures—popular with many 
stores. 


Catalog ““E” shows metal fixtures, 
plush, valances and other window 
trimming necessities. 


All catalogs show prices. All offer 
many illustrations for brightening 
up shoe windows. You can have 
the ALL without charge—if ‘you 
are a shoe merchant or trim shoe 
windows. Write today. 


The Hecht Fixture Co. 


(Wells St. and Jackson Blvd.) Chicago, III. Fixture 


Medinah Bidg. 


Another Variation of Trim 


Hecht Glass Pedestals and Shelves 


Use your windows not merely to show shoes—but 
to sell them. The successful shoe merchants of 
Chicago have discovered the idea—by filling their 
windows almost to the ceiling with the widest 
range of styles—yet not overcrowding them. They 
have found that variety is the spice of any win- 
dow—a wide and complete display is next to a 
sure sale. 


The “high up” method of trimming does it. Clear 
glass units of pedestals and shelves that can be 
used like building blocks. So clear, clean and re- 
fined looking that no matter how much merchan- 
dise you show the windows look artistic and 


dignified. 
The O’Connor & Goldberg window shown above 


—and the few smaller ones shown here—were 

made possible with Hecht Glass 

Fixtures. Because each pedestal 
and shelf are 
separate—wide 
interchange- 
ability is possi- 
ble—any nov- 
ice can become 
an expert in ar- 
ranging great 
varieties of 
window dis- 
plays. Theclear © 
crystal glass of 
these units pos- 
sesses a neutral 


tone that lends har- 
moniously to any 
background and 
matches perfectly 
with any color or 


style of shoe. 


Hecht Combination 
Glass and Metal — 















BOOT AND SHOE RECORDER Feb. 8, 1919 





What’s wrong with the 
retail shoe business ? 


HY do some merchants make money and 
others just break even Pr 


Why must we have such tremendous clearance 
sales --- odds and ends that eat up the season’s 
profit r 

Why does inventory run so high r 


Why does our cost of doing business get bigger 
instead of smaller Pr : 
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Of the fifty thousand retail shoe merchants in 
the United States, there is scarcely one has not 
asked himself one or more of these questions. 
There is not a single man in the business who 
would not like to find the answers. 


During the next few weeks, on these pages, the Krohn-Fech- 
heimer Company is going to print some hitherto unpublished 
histories of retail shoe men who ran their businesses up to 
almost unbelievable success. They did it by eliminating, or at 
least partially correcting these common difficulties that beset 
the shoe man today. Rey 


These histories speak for themselves. In every case one policy 
stands out as the supreme reason for success. We invite you 
to read these examples of business building, in the hope that 
from them you will get their big idea that makes real progress 
twice as fast and twice as sure. 


THE KROHN-FECHHEIMER CO. 


701 DANDRIDGE STREET - - - CINCINNATI, OHIO 
2Q0 | CQOOOD 
SSF 2 INS 
RX N SX 
Cc 
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The Lid Is Off! 


O need for more boots for more soldiers’ 
feet---the big need oz is more boots 
for home folks’ feet. 


The /id 5 of f---our plants are back on pro- 
duction of U. S. “‘Protected’”” Rubber Foot- 
wear for home folks, full blast. 








Complete Your Stock--There Is 
a Big Market--People Need 


Rubber Footwear 


They're making money and spending it for their needs 
and comforts---the things they formerly couldn't get. 
Heavy rubber footwear in your store today is probably 
scarce as hen’s teeth. Nearly all stocks are shot to 
pleces. 

Get out your pad and pencil and rush your order to 
your distributor. 
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BOOTS AND SHOES 


Quickened Demand in Some 
Sections 


Those in the trade who believe in 
signs have been banking on the shallow 
diggings of the hibernating animals last 
Fall and early Winter, and it would 
seem by the weather of December and 
January, that they were justified in so 
doing. But such of them who put their 
faith in Candlemas Day or Ground Hog 
Day are likely to conclude that there is 
truth in the ancient saying ‘Winter 
never rots in the sky” which means, in 
modern language that if Winter seems 
absent in the earlier months, it makes up 
for such mildness later. 

The marmot, if he peeped out of his 
shallow hole last Sunday, could find 
nothing but the brightest sunshine, a 
sign, or an alleged sign that there would 
be six weeks more of Winter. And much 
rubber weather can be compressed into 
six weeks of Winter such as have fre- 
quently happened in February and 
March. Shoe dealers should not worry 
about overstocks of rubbers. There is 
a good probability of heavy demand in 
the immediate future. This week has 
shown some increase in demand. Mean- 
while shoe men have had a better leather 
footwear trade than they could have 
had had snow been prevalent, and cus- 


tomers wearing dilapidated shoes under . 


rubbers. 

There are no large wholesale stocks 
in any of the metropolitan cities, if one 
may judge by the way jobbers have 


ordered for the next season. The com- 


panies are ordered well up to capacity, 
with further orders arriving. Prices are 
favorable to the trade, and as ‘all price 
lists are subject to change without no- 
tice, with present labor conditions 
somewhat uncertain, there is good 
reason for ordering early. 


TENNIS LINES 


Factories Prepared For March 
Deliveries - 
With March deliveries only _ three 
weeks away, the mills making tennis 


Weekly 
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lines are rushing their forces to full 
capacity. There is a good call for every 
grade of tennis, from the common 
“sneaker” up to the modern creations 
in close resemblance to the fine con- 
fections of the shoe factories. There 
have been a few new styles added since 
the catalogs were issued last September, 
the cessation of the war having re- 
moved some restrictions. The outlook 
is for a lively tennis season, and the 
leading manufacturers have outlined a 
vigorous publicity campaign for-start- 
ing and maintaining it all through the 
Spring and Summer months. 


CRUDE RUBBER 


Plantations Higher, Brazilians 
Weaker 


The crude rubber market is firmer, 
and in plantation grades higher, not 
because of increased demand, but be- 
cause of an advance at primary markets, 
induced, to some extent by prospects of 
better over-sea service, and the removal 
of some buying restrictions. The de- 
mand here is still quiet, manufacturers 
buying principally in small amounts, as 
their factories require for current con- 
sumption. 

There is some forward buying, 
mainly by dealers who are inclined 
to speculate. Sales are mainly spot, 
and are limited to comparatively small 
quantities. South American varieties 
show a downward tendency in quota- 
tions, but spot stocks gre small in some 
qualities, and entirely bare of others, 
with quotations merely nominal. 

We quote today’s spot prices: 


Upriver fine para............. $0.59 
WAM BG 5 Sein osha sos ies 49 
Upriver coarse................ 34 
Islands coarse................ none 
Caucho ball upper..........+. .33 
Caucho ball lower ............ none 
POLIO RS OE 23 
First latex pale crepe ......... 56 
Smoked sheets ............... 54 
TRUE COUINE 6 obi 5 5s aie 50 


Centrals and Mexicans. ...37 to .39 


Guayule (20 per cent seoieture) ae 
Guayule washed and dried ...._ .46 


ey 


The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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SCRAP RUBBER 
Little Business and Prices 
Unchanged 
The scrap rubber market continues 
dull, with practically no change in 
dealers’ offering prices. Reclaimers are 


_ not rushed with orders, hence the quiet 


scrap market, and easy undertone in 
prices. However, reports are that ac- 
cumulations have not become burden- 
some, in spite of lack of general demand 
as dealers have bought conservatively, 
and reclaimers generally are supposed 
to have but moderate supplies ahead. 
It is therefore expected that trade will 
pick up considerably before long, and 
prices advance substantially. Dealers 
are offering the following prices: 

Boots and shoes: Boston, $7.90 to 
$8.10; New York, $7.75 to $8.00; . 
Philadelphia, $7.65 to $7.90; Chicago, 
$7.25 to $7.35. 

Trimmed arctics: Boston, $6.00 to 
$6.50; New York, $6.00 to $6.25; Phil- 
adelphia, $6.00 to $6.15; Chicago, $6.00 
to $6.40. 

Untrimmed arctics, $5.00 to $5.50; 
New York, $5.00 to $5.25; Philadelphia, 
$5.00 to $5.15: 


Efficiency of Salvage 
Equipment 


The Arthur Vulcanizing Machine Co. 
of Warren, Ohio, furnished the War 
Department with a large number of 
their Model No. 1 Rubber Footwear 
Vulcanizers which were installed in the 
American Salvage Depot, Intermediate 
No. 8 at Tours, France, for the repair 
of the rubber boots and arctics of our 


, soldiers there. 


This company repaired hundreds of 
thousands of pairs of boots and arctics. 
They write to the “Recorder” that they 
received a letter from a party in the 
Rubber Department of the Government 
Salvage Plant. who stated that they 
operated these vulcanizers day and 
night, twenty-three hours in twenty-four, 
and turned out on each vulcanizer in 
this time about one hundred and ten 
pairs of half-soles besides the heels and 
patches. 
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MATHML 


The Boston leather market shows 
some little improvement this week in 
the domestic demand, shoe manufac- 
turers who have been out of the market, 
or who have bought only from hand to 
mouth, showing some disposition to 
purchase enough to keep their factories 
supplied. The declaration of embargoes 
by Great Britain and Italy have caused 
some hesitation in the foreign demand, 
though there are some buyers who are 
willing to risk buying at present prices, 
to store until they can export it, or who 
will ship to other foreign countries 
which have not announced such trade- 
stifling edicts. As a rule, prices are 
stationary at same figures as a week 
ago. Stocks are ample for present 
current demand in most lines, but there 
are no accumulations of desirable 
leather, either sole or upper, and this 
has had its effect on domestic prices. 


SOLE LEATHER 


Prices Held Firmly. Sales for Ex- 
port Diminish 


While there are some sales for export 
reported, business has quieted down 
materially, and the active trade of the 
last few weeks, which was hoped would 
continue, has been succeeded by an 
almost instantaneous: shut-down. The 
domestic shoe manufacturers have not 
taken advantage of this state of affairs 
to such an extent as tanners hoped, for 
with prices held just as firmly as when 
demand was active, shoe manufacturers 
seem content to buy what they need for 
immediate cutting and will wait for 
more favorable prices, or at least will 
not speculate at present rates. Hem- 
lock sole is selling at 48, 46 and 43c 
for heavy weights, and 1c below these 
figures for middle and light weights. 
Union sole continues fairly active in 
cow backs, while steer backs are receiv- 
ing more attention. Cow leather ranges 
from 63 to 70c and steer backs 69 to 
73c. Tanners are holding firmly to 


The Le 
Weekly 
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prices, and predicting advances later. 
Oak sole has sold well for export, 
mainly to France. A large lot of oak 
bends is reported sold for shipment to 
that country at 88c. though the. gen- 
eral market is 94 to 96c for best bends, 
and 77 to 80c for packer hide backs. 


Offal has sold well up to supply, and 
with no accumulations, prices are firm. 
Bellies are quoted at 15c for hemlock, 
15 to 17c for union cows and 17 to 23c 
for steers. Oak bellies have brought 
30 to 33c, the latter being of choice 
quality. Heads bring 12c for hemlock, 
14 to 15c for union and 16 to 20c for 
oak. Double rough oak shoulders have 
been offered as low as 58c for light, but 
for general run 60 to 63c is asked; 
single shoulders 62 to 64c. Union 
shoulders, packer steer, have sold at 
48 to 50c, while other qualities from 
38c up. 


UPPER LEATHER 
Better Demand for Middle Grades 


The demand for export which gained 
steadily for the last two or three weeks 
received a set-back with the news of 
embargoes, but there are still those who 
are buying for foreign consumption. 
Sufficient demand is apparent to hdld 
prices stationary, and it is noted that 
there is a somewhat better demand for 
other than the best grades. The com- 
parative scarcity and consequent high 
cost of raw skins justifies the firmness 
of calf and kid leathers, which are held 
at the advances reported ast - week. 
The top grade of calf leathers is held at 
70c, with colors 75c, while suede finish 
in fancy colors is-scarce and quoted 
around 90c a foot. Lower grade calf- 
skins are selling better. Side leather in 
imitation of calf is quoted at 44, 42 and 
39c with colors 2 to 3c above those 
figures. While there is some sale for 
chrome retan, dealers have to push it 
hard, quoting 33 to 35c. Wax splits 
are in light supply, but. enough for cur- 
rent demand, either for home cutting or 
for export. Heavy flexibles are wanted, 
though lights drag. Patent sides are 
selling well, with best qualities quoted 
around 58 to 62c and lower grade quali- 
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ties range from 38c up. Glazed kid is 
very firm, prices being justified by 
scarcity and high cost of raw skins. 
Blacks range up to 70c and colors 75c, 
while there are some fancies held at $1.00 
and even above a foot. Sheepskins 
sell well in best qualities of white and 
colors, but blacks are quiet. 


HIDES 


Prices Strong, but Demand Good 
Only for Light Weights 


The Boston hide market remains 
about the same as a week ago, as 
regards business, but some changes are 
noted in ruling prices. As has been 
the case for the last few weeks, there 
has been a good demand for extremes, 
but very little doing in other hides. 
Ohio extremes have advanced to 24% 
to 25c, though we hear of no sales at the 
latter figure. It is noticeable that the 
average sales are moderate in amount, . 
the larger tanners not buying heavily. 
Ohio buffs are quoted at 19 to 21c and 
some sales are noted in combination 
with extremes. 

New England and Canadian hides 
are held at 2314 to 24c for selected lights, 
and 22 to 23c for 45 pounds up, or all 
weights at 2014c flat. Tanners are not 
buying actively. Southern extremes 
are held at 24c for best northerns. 
Average selection 25 to 45 pounds held 
at 22 to 23%c. Middles Ic less and 
far south 2c below these prices. 

Little change is noted in foreign dry 
hides. Most qualities are scarce and too 
high to tempt business. B. A.’s are 
quoted at 38 to 40c and kips 50c. 
Dry salted Central Americans are held 
at 32c, and flint dried 38c. The reports 
from Rio Plate are that European buyers 
are paying more in that market than 
the U. S. Government maximum. 


. Shoe Stores Sold 


The Estate of Roy M. Adams, at 
Hartwick, N. Y., selling shoes, etc., has 


- gold out to Willard C. Wells. 


George W. Horton of Yonkers, N. Y., 
retail shoe merchant, has sold out to 
George W. Horton, Jr. 











Double Sole 
Double Pressure 


Double Strength 


HE FOUR-BUCKLE, all-rubber 
“Tllinois,” shown here,is one exam- 
ple of that close study of special 
requirements which is evident all 
through the Firestone line. 
Firestone designers have provided 
for every need with infinite care, 
and Firestoneworkmanship carries 
through these special features to 


commercial perfection. 


Add to these advantages the results of the 
Firestone Double-Pressure Process and it 
mes clear why the name “Firestone” 
already leads in this field, as it has lon}, 
led in the tire industry. That Double-Pres- 
sure, like the temperin, of steel, insures a 
tensile strength, a resistance to wear, here- 
tofore unknown in rubber footwear. 


Don’t stock up until you have seen the 
man with the Firestone line. He has 
ample stocks in light and heavy, and will 
ship. promptly. 
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New ‘York City 


This week has been one of compara- 
tive quiet in the local retail market. 
February, as everybody knows, is a very 
slow month. Indeed one of the slowest 
in the year. And therefore it is not sur- 
prising that this month of February, 
1919, should be the same in point of 
business as the Februarys that have 
gone before it. Merchants are marking 
time and are contenting themselves 
chiefly with sizing up the market and 
making plans for the coming Spring 
rush. ‘ 

Here and there the quiet is disturbed 
by flaring advertisements of clearance 
sales. These sales, however, have prac- 
tically spent their force and the public 
response is not at all what it should 
be. In a few instances however, busi- 


ness has been surprisingly good. This - 


is true of the department stores and 
some of the specialty shops in the down- 
town shopping districts. 


A Late Easter 


As Easter comes very late this year, 
merchants are thinking very hard about 
stirring up the market so that consider- 
able business may be done before that 
event. Just what they are going to do, 
none of the merchants are at liberty to 
say. 

The Luxury Tax 

One of the big things in the mind of 
many of the leading merchants, es- 
pecially those who sell shoes above $10, 
is what effect the luxury tax of 10 per 
cent is going to have on their business, 
should that measure pass. Many are 
of the opinion that the tax will influence 
the sale of the cheaper lines while many 
are content with the feeling that the 
public will demand quality as heretofore 
and pay little attention to prices. 
Naturally, everything possible is being 
done by the local association to have 
the measure defeated. And many are 
pushing the passage of the proposed 
“rider” to the revenue bill that would 
nullify luxury. tax clause. Every mer- 


chant should write to his representative 
in Congress advocating the passage of 
this rider. 


At New York Headquarters 


M. M. Stollmack, whose portrait ap- 
pears here, has just rounded out his 
first year’s serivce as Manager of Ad- 
vertising and Sales for the Diamond 
Shoe Company of New York and Brock- 





M. M. STOLLMACK 
Diamond Shoe Co. 


ton. Mr. Stollmack makes his head- 
quarters at the New York office and 
warehouse and finds a sufficient number 
of duties to take up every available 
minute of the day. 

Mr. Stollmack is young, energetic, 
and a sincere believer in ideals in busi- 
ness; the completion of his first year’s 
connection with the house marks a most 
gratifying record of achievement and 
gives equal promise for the future. The 
unusual character of the Diamond Shoe 
Company’s advertising is the working 
out of his ideas. 


ANSEL R. ‘CLARK, MANAGER 
NEW YORK OFFICE 


Department of Commerce 


As a result of the far reaching changes 
which have been made in the personnel 


. of Foreign and Domestic Commerce and 


of the greatest interest to New England 
exporting and importing circles is the 
transfer recently announced of Ansel R. 





ANSEL R. CLARK 


District Manager of New York Office 
Department of Commerce 


Clark, formerly District Office Manager 
for New England of this‘bureau. Mr. 
Clark took charge of the New York 
office on Monday, February 3. 

Mr. Clark took charge of the Boston 
office on June 19, 1917. On the 7th of 
July immediately following, the Presi- 
dent signed the Espionage Act, creating 
that control over American exports and 
imports that has been an ever-present 
part of all business transactions since. 
For the first seven months following the 
institution of regulations upon our ex- 
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port and import trade, Mr. Clark was 
in complete charge of all operations 
thereunder for the district of New Eng- 
land. On January 26, 1918, the local 
office of the War Trade Board was estab- 
lished, and this work given over to its 
control. 

During the seven months of the ex- 
port and import control, Mr. Clark met 
personally some ten or twelve thou- 
sand New England business men, and 
made studies during that time of their 
respective requirements. 

Mr. Clark came to Boston from Port- 
land, Oregon, where he had been in 
charge of a Co-operative Office of the 
Bureau, and had acted also as Foreign 
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Trade Secretary of the Portland Cham- 
ber of Commerce. 

His successor in the Boston Office will 
be Lynn W. Meekins, who has been 
second in command in the New York 
Office. Mr. Meekins arrived in the city, 
January 28. 


The Shoe Manufacturers’ Board of 
Trade of New York, announces the an- 
nual dinner to be held on Thursday 
evening, February 20, at the Biltmore. 
The committee has received accept- 
ances from a number of excellent speak- 
ers and the total reservations already 
filed assures an attendance as represen- 
tative as that which has always marked 
this event in the New York shoe trade. 


Lynn 


Shoes going through Lynn shops con- 
tinue to show a wide range of styles. 
The past week shows an increase in the 
number of types of white footwear, both 
high cut and low cut, for Easter and for 
Spring and Summer sales. Also, there 
is increase in the number of types of 
patent leather shoes. Boots, oxfords, 
and pumps all will sell in the Spring and 
Summer, according to orders booked. 
Boots are most all of the lace pattern. 
Oxfords are of the five eyelet patterns. 
Pumps are of two types, those with small 
flat bows, and those with large tongues 
and buckles. Lasts continue long and 
slim. Both high heels and low heels are 
used on pumps. High heels are in larger 
demand on all lines. Louis heels are on 
many boots. Some samples of button 
boots are shown for Fall. Reports 
differ concerning the interest shown in 
them. One extreme prediction is that 
oxfords will sell in the Fall and will be 
worn with woolen stockings. 


Kid Leather $1 a Foot 


Kid leather, of choice selections, is 
costing Lynn manufacturers $1 a foot 
and up. Manufacturers of the very 
best grades of shoes are using it. 
Makers of more popular priced lines are 
turning to side leather, in patent finish 
and also in imitation of calf and kid. 
It is much cheaper. A maker of a popu- 
lar priced line of shoes says he could get 
down his prices 50 cents or more a pair 
if buyers would accept cloth tops in their 
shoes. But his customers will not. 
Possibilities there are of the develop- 
ment of patent leather boots with cloth 
tops, as quick selling, popular priced 
novelties. 

Solid colors, or very close combina- 
tions of shades, seem to have the hold 
at the present time. Extreme color con- 


trasts are, apparently, not wanted. 
Field mouse brown is among the most 
talked of colors for Fall. Yet buyers 
differ as to what they consider field 
mouse brown. It is a growing practise 
to specify a particular shade by the tan- 
ner’s number. 

Some shops are well sold ahead. 
Others are this month of February put- 
ting in samples of late novelties, to be 
made and sold at Easter time.. Quick 
production of shoes this program calls 
for. Yet manufacturers are generally 
urging buyers to take their Easter shoes 
early, to avoid the rush. 


White Goods Wanted Abroad 

Donn D. Sargent Company find a 
demand coming from buyers abroad for 
white shoes, with both uppers and sole 
of white leather, and for novelty style 
shoes, with colored uppers, red leather 
soles, and white welting. 

The domestic trade is taking for 
Spring and Summer white boots, ox- 
fords and pumps, of kid and buck 
leathers and fabrics. It also is taking 
many lines of white buck and white 
kid boots for Fall. 


New Summer Novelties 
Allen, Foster, Bridgeo have added to 
their sample lines some new styles in 
low cut shoes for the Summer. Among 
them are oxfords of patent, black kid, 
black suede, tan calf and brown leathers. 
Pumps, of the same materials, are made 
in two varieties, one with flat leather 
bows, and the other with large tongues 
and buckles. A strong line of white 
goods, both high and low cuts, also, are 

among the novelties for Summer. 


An Inch of Leather 


“‘An inch of leather seems only a bit 
on the tops of a pair of boots,’”’ remarked 
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a Lynn designer. “But it makes a lot 
of difference in the looks of ankles. On 
many a miss, or matron, it is the differ- 
ence between a homely and a well- 
turned ankle. And that’s often the dif- 
ference between just an ordinary and a 
magnetically attractive miss, or 
matron.” 


Larger Demand for Nurses’ Shoes 


Fred Timson, of Timson Bros., Bos- 
ton shoe wholesalers, notes an increase 
in the demand for nurses’ footwear. He 
considers that it is caused by the epi- 
demic of influenza, which has called into 
service thousands of nurses, both trained 
and volunteer. The staple style shoe 
for nurses is of black kid leather. 
Lately, the sale of white shoes for 
nurses has increased. 


White Goods for Little Folks 


Strout & Stritter, are putting into 
their workrooms a new line of samples 
of white buck shoes, both high cuts and 
low cuts, for growing girls, misses and 


children. They are finishing up a good 
run on brown boots. 


To Run Tannery at Para 


J. C. Williams, kid leather expert of 
Lynn, sailed last month from New York 
for Para, where he will manage the tan- 
nery of Homci & Co. He started for 
South America last Fall, but was de- 
layed by the lack of shipping accom- 
modations. 


Addition to Tannery 


A. C. Lawrence Leather Company 
has let a contract for a five-story fac- 
tory of brick and concrete to be built 
at its Waters’ river plant. The con- 
tract requires the building to be finished 
in ninety days. 


En Route for Europe 


Albert M. Creighton, Lynn shoe 
manufacturer, is on his way to Europe. 
He sailed from New York, January 31. 
He is a large exporter of shoes. 


&t Louis 


The continuance of warm weather of 
a rather unseasonable character in St. 
Louis and St. Louis territory seems to 
have been accentuating the tendency of 
retail merchants to play safe on orders, 
for the reports from the salesmen out on 
their trips now for some time are that 


advance buying continues light, though 


there is some improvement in the orders 
which are being placed. The late Sum- 
mer and early Fall orders which usually 
begin to make their appearance at this 
time are rather light, but there is a fair 
demand for late shipment goods for the 
early Spring and Summer stocks. How- 
ever, the factories are operating at good 
capacity and can do very well for some 
time without the booking of new orders 
in large volume as they will thus be 
given time to clear up the business on 
hand. In the call for Spring and Sum- 
mer goods the noticeable feature is the 
increasing interest in the colonial which 
is being found by the salesmen to be 
gaining in favor steadily. Steel and 
bead ornamentation seem to have the 
‘ead. 


Clearance Sales Everywhere 


The retail stores locally have been 
pressing their clearance sales during the 
past week and have combined with them 
special sales of lots obtained for the 
purpose of increasing interest in the 
shoe lines at an otherwise dull period of 
the year. An exceptionally strong ad- 
vertising campaign has been utilized by 


pretty nearly all the stores, being capped 
by the shoe department of the Stix, 
Baer & Fuller Dry Goods Co., which, 
under the management of Sam G. 
Hinckley, has been using full page space 
in the daily papers to present the mer- 
chandise collected for the seasonal sale 
which has been the feature of this 
store’s business at this period of the 
year. The other stores and departments 
have also used big space, but not quite 


- up to the instance noted. The seasonal 


sale of this shoe department has for 
years been out of the ordinary and has 
always presented special merchandise 


collected for the purpose, as well as the’ 


usual clearance goods. - 


Frank C. Rand Addresses Shoe and 
Leather Club 

Frank C. Rand, president of the In- 
ternational Shoe Co., was the chief 
speaker at the Tuesday meeting of the 
Shoe and Leather Club last week, devot- 
ing himself chiefly to the idealism of the 
United States in entering the European 
war, rather than to trade and kindred 
topics. He also pointed out that that 
same idealism which prompted the 
United States to enter the war would 
guide the nation in its business life of 
the future and make it equal to the 
tasks confronting it. 


Spring Buying Season 


The Spring buying season for the St. 
Louis market is getting under way and 
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the incoming merchants are filling the 
hotels to overflowing. The numbers 
coming in seem to indicate that there 
will be a larger influx than usual, the 
desire evidently being to get into closer 
touch with merchandise conditions and 
to make purchases after surveying con- 
ditions as they exist. Interviews among 
the men already in the city indicate a 
spirit of optimism, but also a determina- 
tion to buy along safe and sane lines 
until price conditions are more definitely 
adjusted. The expressions seem to 
indicate that none are at all worried 
over the outlook, in fact they expect a 
prosperous season, but believe that in 
the present state of affairs it will be 
well to buy frequently in order to keep 
more closely to the market changes in 
prices. 


Governor of Federal Reserve Bank 


David C. Biggs, Treasurer and Direc- 
tor of the International Shoe Co., has 
been selected as Governor of the Federal 
Reserve Bank at St. Louis by the direc- 
tors thereof, subject to the approval of 
the.Federal Reserve Board at Washing- 
ton. He succeeds Rolla Wells, former 
Mayor of St. Louis, who has resigned. 
Mr. Biggs is fifty-three years old and a 
native of Pike county Missouri, He 
came to St. Louis in 1891 as an employee 
of the Merchants’ National Bank and 
in 1899 became credit manager and 
cashier of the Roberts, Johnson & Rand 
Shoe Co. later the leading member of the 
International Shoe Co. combination. 
He became treasurer of the Interna- 
tional Shoe Co. in 1907. He has been a 
director of the Federal Reserve Bank 
for the past several years, having been 


chosen as a representative of the com- 


mercial interests of the district. 


Cup for Greatest Advertising 
Service to Government 


The Advertising Club of St. Louis 
last week awarded a cup offered by 
M. L. Wilkinson to the advertising man 
selected by the club as having rendered 
the greatest service in an advertising 
sense in advancing the interests of the 
Government during the war. The 
award was made to Herbert S. Gardner, 
head of the Gardner Advertising Agency 
who was Chairman of Publicity for the 
St. Louis district in the third and fourth 


~ Liberty loans. In his speech of accept- 


ance Mr. Gardner announced that he 
would offer a cup to the advertising man 
who did most to further the interests of 
advertising in connection with the re- 
construction work during 1919. 


The Unemployment Condition 


An investigation recently conducted 
into the existing unemployment condi- 
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tion in St. Louis, as a result of the some- 
what alarmist reports made public by 
various persons and organizations, has 
revealed that while something like 
10,000 persons are idle the number is 
not at all out of line with the usual con- 
ditions at this time of the year, many 
being workers in the building trades, in 
garment trades and other lines which 
normally have a dull period at this time 
of year. It has also been developed that 
out of about 1,500 applicants registered 
at the soldier’s employment bureau ap- 
proximately 1,200 have been placed in 
jobs, while the remainder to the extent 
of at least half were provided with good 
positions but preferred to await some- 
thing more to their liking. Altogether, 
investigators do not regard the situa- 
tion as at all out of line and also com- 
ment on the fact that many applicants 
among the soldiers are men who did not 
go from St. Louis and therefore not due 
for special consideration here as at 
their home point. 


St. Louis Notes 
The Tuxedo shoe store, 806 Pine St., 


was held up by a putative customer 


Saturday night after he had been fitted 
with a pair of shoes. While apparently 
preparing to pay for them he leveled a 
revolver at the manager, Henry W. 
Boehmer and made away with the con- 
tents of the cash drawer, about $162. 
He succeeded in making his escape. 

Lieutenant Donald C. Spalsbury, 
brother of Charles B. Spalsbury, of the 
Johnson, Stephens & Shinkle Shoe Co., 
prior to his entry into military service, 
connected with the Manufacturers’ 
Supply Co., was killed in an automobile 
accident near Omaha, Neb., Friday 
night. He was commander of the mili- 
tary police at Fort Omaha and entered 
the service early in the war. His father 
was Edward S. Spalsbury, for many 
years prior to his death connected with 
the Brown Shoe Co. He leaves a 
mother and two sisters in addition to the 
brother mentioned. 

Ensign John C. Roberts, son of John 
C. Roberts, vice-president of the Inter- 
national Shoe Co., who entered the 
Navy early in the war, has received an 
indefinite leave of absence and has 
returned to St. Louis and is visiting his 
parents. He was in the Naval Aviation 
Corps and for most of the period of his 
service was stationed at Panama. 


Preparing for Seasonal Catalogues 


The St. Louis shoe houses are prepar- 
ing for the issue of their seasonal cata- 
logues and a considerable number of 
them are already going through the 
press, preparatory to issue between the 
middle of February and the first of 
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March. Among those now in course of 
printing are the catalogues of the Vin- 
sonhaler Shoe Co., the Samuels Shoe 
Co., the Rice-Hutchins St. Louis Shoe 
Co., as well as the branches of the Inter- 
national Shoe Co., the Brown Shoe Co. 


and the Hamilton-Brown Shoe Co. All 
will carry illustration of the new num- 
bers to be added as a result of the re- 
moval of restrictions for shipment after 
June 1, but most of these will be covered 
later in supplemental issues. 


Milwaukee 


All of the traveling representatives of 
Milwaukee shoe factories are now on 
their way, the last contingents having 
gone forward during the past week, fol- 
lowing the usual sales conferences at 
the plants. Some factories sent out 
their men as early as January 15, but 
as a rule the travelers got under way 
this year considerably later than usual 


because of the many new conditions im- ~ 


posed by the cessation of hostilities 
almost without warning the middle of 
November. It is as yet too early to get 
more than a sprinkling of definite infor- 
mation as to conditions as found by the 
travelers, inasmuch as the bulk of them 
have been out less than ten days. The 
men who left several weeks ago are 
sending back generous orders. They 
are overcoming in a large measure the 
feeling evident in some sections among 
retailers who were inclined to hold off 
placing orders in anticipation of lower 
prices. When the situation is fully ex- 
plained and it is pointed out how hope- 
less it is to wait for a lower level, orders 
usually are forthcoming without further 
argument. Excellent use is being made 
by the travelers of the maxim, ““He who 
hesitates is lost.” 


Merchants Doing Good Business 


Retail shoe business is satisfactory, 
according to the comment on conditions 
made by the leading dealers of the city. 
There is hardly a shoe store in Mil- 
waukee that is not advertising a clear- 
ance sale and the bargain prices that 
are being offered find a generous re- 
sponse from the buying public. Mer- 
chandise is being moved at a good rate 
and broken lines are being cleaned up 
with rather surprising rapidity. While 
some of the soldiers and sailors who 
have returned home are wearing out 
their Army and Navy footwear before 
buying civilian shoes, the majority of the 
men seem to be eager to “dress up” like 
other people, and are casting aside their 
Munson last shoes at the same time that 
they lay away their uniforms. Un- 
doubtedly some of the buying by sol- 
diers and sailors has been stimulated by 
the reduction of prices for the purposes 
of the clearance sales, but talks which 
some of the shoe merchants had with re- 
turning men make them feel that busi- 


ness in men’s shoes will be active after 
the season of sales and low prices is 
over. 


**Regrettable, but Not Serious”’ 


William George Bruce, general secre- 
tary,, Milwaukee Association of Com- 
merce, commenting upon the embargoes 
placed on imports by Great Britain, 
made the following public statement: 

“It is regrettable that England finds 
it necessary to declare an embargo on 
many articles of American manufacture, 
but self-preservation is the first law in 


nature and great countries like single, 


individuals must respond to that law. 
It is doubtful whether or not our local 
industries will be seriously affected. 
Milwaukee’s exports before the war had 
reached approximately the fifteen-mil- 
lion dollar mark. Since Milwaukee is 
related to the progress of an entire 
country, it will share in any decline 
that our foreign trade relations may 
suffer.” 

August H. Vogel, of the Pfister & 
Vogel Leather Co., expressed the opinion 
that the embargo would not change the 
conditions in regard to hides. 


Trostel as a Shipbuilder 

Albert O. Trostel, of the Albert 
Trostel & Sons Co., Milwaukee, is one 
of the big business men of the city who 
has organized the Wisconsin Ship- 
building & Navigation Co., with a capi- 
tal stock of $2,500,000, to build steel 
and wooden ships for Great Lakes and 
ocean traffic. The company will estab- 


_lish its yards and plant at Kewaunee 


Wis., where the municipality has pro- 
vided a forty-acre site on Kewaunee 
Harbor, Lake Michigan. The prospect 
that the Atlantic will be connected with 
the Great Lakes by the improvement of 
the St. Lawrence River is very en- 
couraging to the promoters of the new 
shipbuilding company, even though it 
will take years to consummate the pro- 
ject. At this time vessels up to 215 
feet in length are able to pass from the 
Great Lakes to the Atlantic through 
the Welland canal. 


Death of Arnold Duerr 


Arnold Duerr, New York representa- 
tive of C. F. Bally, Ltd., Schoenenwerd, 
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Switzerland, died at St. Mary’s hospital 
in Milwaukee, on Monday morning, 
January 27, of a severe case of influenza 
which developed.into pneumonia. Mr. 
Duerr arrived in Milwaukee on Satur- 
day, January 18, having contracted a 
very bad cold en route. He was imme- 
diately removed to the hospital, where 
he was given the best of medical care. 
Two nurses were constantly in attend- 
ance. G. E. Boerner, another represen- 
tative of C. F. Bally, Ltd., and Frank 
H. Fielder, of Albert Trostel & Sons Co. 
were with Mr. Duerr when the end 
came. The news of his sudden passing 
came as a severe shock to the many 
friends Mr. Duerr made in the United 
States. The home office of C. F. Bally, 
Ltd., in Switzerland, and the branch 
houses in Lyons, France; Montevideo 
and Buenos Aires, South America, were 
immediately notified of his death. 


Edmonds Output Growing 


The Edmonds Shoe Company, Mil- 
waukee, will increase its capacity to 


‘1,500 pairs a day on March 1, making 


another record in the history of this 
rapidly growing concern. The Ed- 
monds Shoe Company makes only one 
shoe, in one leather, over one last, and 
as such is unique in the shoe industry. 
The factory commenced operations in 
July last year with an output of 300 
pairs a day. In August this was raised 
to 600 pairs; in September to 800; in 
November to 1,000, and about a month 
ago to 1,200 pairs. The factory uses 
the entire output of one tannery, de- 
voted exclusively to the production of a 
full, fine-grain calfskin of a rich, dark 
mahogany shade, of straight chrome 
tannage. The last has been improved 
in various ways from the regulation 
Army design to make it even more desir-. 
able for civilian wear. 


Addition to Janke Factory 

The Janke Shoe Mfg. Company, Mil- 
waukee, which recently increased its 
capital stock from $75,000 to $100,000, 
will increase its output 100 per cent 
within the next two or three months. 
Plans have been prepared for a three- 
story factory addition, 34x120 feet in 
size. The present output is 250 pairs 
a day, and this will be enlarged to more 
than 500 pairs when the plant extension 
is completed. The company specializes 
in heavy work shoes and is located at 
762 Thirty-second Street. 


New Tanning Oil Piant 
The National Oil Products Company, 
Newark, N. J., has purchased ten acres 
of land at Keefe and Humboldt Avenues 
Milwaukee, and will erect a modern 
chemical plant specializing in the soluble 
oil used extensively by tanners. The 





Feb. 8, 1919 


company thus makes manifest due 
recognition of this city as a great 
leather center. An investment of ap- 
proximately $100,000 will be made in 
Milwaukee, including site, buildings, 
equipment, etc., indicating that this 
new acquisition to Milwaukee industry 
is of material importance. 


Marathon Shoe Company Expands 

The Marathon Shoe Company, Wau- 
sau, Wis., organized four years ago by 
S. J. Pentler, formerly secretary and 
general manager of the Rich Shoe Com- 
pany, Milwaukee, will more than double 
its output, which now is 4,000 to 5,000 
pairs a week. At the annual meeting, 
the capital stock was increased from 
$125,000 to $250,000 and plans ap- 
proved for a three-story factory addi- 
tion to be erected early ‘next Spring. 
Mr. Pentler was re-elected secretary 
and general manager of the company 
the other officers being: president, 
Charles H. Dodge; vice-president, 
W. E. Dodge; treasurer, C. G. Krueger. 
Orders on hand at the time were of 
sufficient volume to keep the plant run- 
ning at maximum capacity for more 
than four months, were not another 
order taken. 


New Pattern Company 

Articles of incorporation have beer 
filed by the Conaway-Wadworth Pat- 
tern Company, Milwaukee. The capi- 
tal stock is $5,000 and the purposes are 
to design, manufacture and deal in shoe 
patterns, etc. C.W. Conaway, Harvey 
A. Malig and L. M. Karker appear as 
incorporators. 


Wisconsin Retail Notes 


Guenzel & Lucas, 731 Third Street, 
Milwaukee, will remodel and generally 
modernize and improve their store, put- 
ting in a new copper store front and 
otherwise enhance the appearance. 

Julian H. Chapsky, president of the 
C. & K. Shoe Company, Appleton, Wis., 
on February 1, turned over the manage- 
ment of the business to Theodore C. 
Nelson so that he may devote all of his 
attention to his duties as vice-president 
of the Midway Shoe Company, jobbers, 
Minneapolis, Minn. Mr. Chapsky re- 
cently returned from the Army, where 
he spent nine months. Announcement 
has just been made of his mafriage to 
Miss Tess Schneider of Minneapolis on 
Wednesday, January 29. 

An exclusive women’s shoe depart- 
ment will be added about April 1 to 
the women’s wear shop of H. L. 
Breithaupt, 1 Grand Avenue, Mil- 
waukee. The store opened January 4, 
and since has arranged to take three 
upper stories in its building to enlarge 
the business: 
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Chicago 


January has ended as the mildest 
of any winter month in many years, 
with the consequent result that the 
sale of heavy shoes and rubbers was 
light. However, the weather seemingly 
did not affect the business in other lines, 
for the total volume of business for the 
month was exceptionally good, and 
novelties and staples were moving most 
actively. 


Beginning with February Sales 
Many of the shoe stores are starting 
with February clearance sales, and un- 
usual values are noticeable everywhere 
in the windows and on the shelves. 
French, Shriner & Urner are now con- 
ducting their semi-annual sale, and 
Hanan’s have announced a similar one. 
The Marshall Field & Co. semi-annual 
shoe sale is in full swing, in which are 
included men’s and women’s shoes. 


Cutler Shoe Company Sell Shoes 
**Below Cost’’ 

The Cutler Shoe Company last week 
decided to bring the prices of their chil- 
dren’s shoes below cost. A current ad 
announced as follows: 

‘“‘We announce a decision which will 
bring our children’s shoes below cost. 

“We realize that footwear for the little 
folks has been, is and will continue to be 
too high. Numerous beyond-control 


influences have brought about this — 


condition. 

‘Because we feel that the good health 
of very young people demands good foot- 
wear, we have decided to price our chil- 
dren’s shoes below cost. In giving such 


benefit and relief as we can by so doing, 
our gain in personal satisfaction far out- 
weighs our material loss. 

“Our Foundation Shoes are known 
everywhere as productions of science and 
skill, recognized by their high quality 
and modern tone. 

“The Cutler Shoe Company.” 


Great Demand for Low Shoes 


Black suede and black satin oxfords 
are experiencing a call such as has never 
been the privilege of Chicago shoe mer- 
chants to meet at this time of the year. 
The weather has been largely respon- 
sible for the heavy buying of low shoes, 
January having been so mild that ox- 
fords and pumps are being worn without 
even the protection of spats. Most 
merchants have anticipated this demand 
and are fully stocked up with salable 
merchandise of this kind, while a few 
other stores are depending upon local 
wholesalers to replete their diminished 
stocks of oxfords and pumps. 


Spats Predominate 


Spats certainly have taken a strong 
hold upon the women of Chicago. The 
streets and avenues present very little 
else, while the stores are selling them in 
great quantities, in such volume, in fact, 
as to tax every effort of the spat manu- 
facturers to fill orders. One merchant 
said that in all the years he has been 
on State Street never was the demand 
for overgaiters as big as how, and 
everything points to a steady increase of 
sales. 


Louisville 


Unbelievable weather has been ex- 
perienced in Louisville this season 
with no snow and the thermometer 
never going as low as zero during 
the Fall and Winter season up to Feb- 
ruary 1. There has been absolutely no 
sale of rubbers to date and indications 
are that rubber stocks will be carried 
over intact unless much bad weather is 
experienced in late February. Heavy 
shoes have. been in light demand, but 
the general sale of merchandise has been 
excellent, there having been a fine de- 
mand for women’s and children’s shoes, 
while findings, hosiery, etc., have been 
good. Men’s shoes have been far more 
active as a result of the return to civilian 
life of thousands of men in military 
service. At the same time there has 
been a fairly active demand for military 


equipment, especially officer’s boots, as 
there are still several thousand men 
stationed at Camp Taylor and Camp 
Knox. 


Uncertainty on Military Footwear 


At the present time a number of shoe 
houses of Louisville are handling boots 
on the consignment plan, due to the 
uncertainty existing concerning reten- 
tion of the two camps here. News- 
paper reports are very erratic. One day 
the papers claim that both camps will 
be retained as permanent military posts, 
that the Government is closing out its 
Southern tent camps and will maintain 
several thousand men at the posts. 
The next day the reports are denied 
and are followed by plans for additional 


_construction for making the camps of 
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more permanent stability. The result 
has been that merchants are hugging 
close to shore on military equipment at 
the present time. 


Levy Bros. Greet Ist Kentucky 
Regiment 


’ Much interest is being shown by 
retail merchants in the movement 
launched:by the house of Levy Brothers, 
which recently hired George Biggers, 
a sporting writer, who will represent 
the company as a publicity agent and 
handle outside work. Mr. Biggers re- 
cently went up the road about sixty 
miles and met the returning First 
Kentucky Regiment. Some fifteen 
hundred packages of cigarettes, bear- 
ing Levy Brothers’ name, were dis- 
tributed among the soldiers. Mr. Big- 
gers is also active in several capacities 
in connection with glad hand and good- 
will work and has plans for pulling a 
number of advertising stunts within the 
next few months. Walter C. Hellmann, 
advertising manager for the house, 
handles the newspaper and general ad- 
vertising, while Mr. Biggers is the pub- 
licity expert. 


Retail Merchants Elect Officers 


At the annual meeting of the Retail 
Merchants’ Association of Louisville, 
several shoe men were elected officers or 
directors: Fred Levy of Levy Brothers, 
vice-president; Walter I. Cohn, Her- 
man Straus & Sons Co., treasurer; Lee 
Lewis of the John C. Lewis Co., director; 
Louis S. Byck, director; Granville Bur- 
ton of Cruthers’s, A. H. Morris of 


Bacon’s, and Ben Kaufman of Kauf- - 
man Straus Co., also on the directorate. 


A New Organization 


A new organization known as the 
Retailers’ Asociation of Kentucky 
composed of state retailers of shoes, 
clothing, jewelry, hardware and general 
lines, to work for and with the state 
retailers in all lines, has recently been 


launched in Louisville; has established 


permanent headquarters in the city and 
has a paid secretary who will spend his 
entire time in looking after the interests 
of the retailers. Eugene J. Straus, of 
Herman Straus & Sons Co., is president 
and chief organizer of the body. Mr. 
Straus was chairman of the local econ- 
omy and state boards and wil] endeavor 
to carry on the good work that was 
started during the war, which has aided 
materially in reducing bad practices in 
retail merchandising. 


A Protest on Rerating 


A big howl has gone up from Louis- 
ville retailers, jobbers and manufac- 


turers in connection with rerating Ken- 
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tucky and dropping Louisville’s insur- 
ance classification enough points to 
greatly increase the cost of fire insur- 
ance. The rating boards claim that the 
present fire department and water pres- 
sure is not sufficient to meet the de- 
mands of a rapidly growing city. Sev- 
eral millions of dollars are being ex- 
pended on the water plant and Mayor- 
Smith is shaking down the fire depart- 
ment, installing new apparatus and 
making every effort to place the fire 
department and water works in condi- 
tion which will enable the city to again 
enjoy a low rating. 


Louisville Notes 


Announcement has recently been 
made in Louisville to the effect that the 
Petot Wunder Shu Co. will shortly 
occupy larger and better quarters at 
413 South Fourth Street, occupying the 
old Gibson cloak house. At the present 
time the company is located at 212 
South Fourth in a less desirable block. 
C. E. Petot was recently in Louisville, 
closed the lease and discussed plans for 
the new store with Manager William 
Straub. The new quarters will be 
thoroughly remodeled, and new win- 
dows installed. 

Manager Charlie Phillips of the shoe 
department of Kaufman Straus & Co. 
is advertising a general clearance sale 
of the odds and ends of the Winter and 
Fall stock, offering $7.50 and $8 boots 
at $4.95. A general list of sales can be 
found in every house now, as the Spring 
season is on and a number of retailers 
are advertising and showing low cuts 
and pumps for women. In fact women 
are coming in and asking for such mer- 
chandise steadily. 

O. H. Kirkpatrick, manager of the 
shoe department of the Stewart Dry 
Goods Co., reports a very excellent 
season’s business and is now getting 
into Spring stock with a vengeance. 
He reports the earliest and best run of 
women’s Spring business that he has 
ever known at this early season. 

Roger Dougherty, Secretary of the 
Louisville Retail Shoe Association, and 
manager of the M. Dougherty shoe 
store, was married on January 22 to 
Miss Lillian Clegg, of Louisville. The 
young couple left for the East to spend 
two weeks and will reside at Windsor 
place upon their return. 


From the Navy to Goldstein & 
; Moseson 

Announcement has been made to the 
effect that Harry R. Moseson, who has 
been discharged from the U. S. Navy, 
becomes an active member of the house 
of Goldstein & Moseson, handlers of 
men’s fine shoes, clothing, etc. Mr. 
Moseson takes up the work of one of his 
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late brothers, Louis J. Moseson, who 
recently died of pneumonia. Prior to 
entering the Navy he was with the big 
distilling concern of Bernheim, where he 
was ddvertising manager and purchas- 
ing agent. In the future he will handle 
the Goldstein & Moseson advertising. 


Branch Plant at Paducab 
Indications are that the Interna- 
tional Shoe Co., of St. Louis, Mo., will 


shortly open a branch plant at Paducah, 
Ky., where labor and traffic arrange- 
ments are favorable. Frank Rand, a 
director of the company, who formerly 
made his headquarters at Paducah, Ky., 
was recently in that city, where he 
looked over some old plants which can 
‘be converted into a shoe factory. He 
stated that the company had plans for 


starting a plant which would employ 


some four hundred workers. 


Philadelphia 


Whether this will or will not be a 
snowless Winter is something for the 
future to decide, but certainly the ab- 
sence of any real Winter weather up to 
the end of January had its effect at least 
in one portion of the retail stocks— 
rubber goods. Last year with a big 
shortage in rubbers, and a succession of 
severe storms, the retail trade was con- 
fronted with the problem of meeting 
the requirements of the situation. Up 
to the time of this writing, the problem 
is entirely reversed, and the retail mer- 
chants are interested in disposing of 
those rubbers they have. It is not a 
problem of prices because cutting prices 
on rubber goods would produce no more 
sales than selling them at regular figures, 
but would simply entail a loss for the 
merchant, so that all that the trade can 


do is to hope that we may soon have 


some snow. 


Demand for Low Shoes 


Outside of the rubber business, the 
general showing in the retail stores has 
been quite satisfactory. To be sure the 
conditions which prevented the sales of 
rubbers have lessened the demand for 
the heavier styles of footwear, but this 
has been compensated for by a larger 
showing of business in other lines. Asa 


matter of fact the call for low shoes has 
been quite pronounced all through the 
present season, and seems to be steadily 
growing. This applies particularly to 
oxfords. Those retail merchants who 
placed orders for very early delivery in 
anticipation of transportation and other 
delays due to the war, but who have 
found an unexpectedly prompt response, 
are just as well satisfied since they are 
able to use the new Spring shoes that are 
coming in to them for immediate sale. 


Retail Trade Optimistic 


There seems to be no material change 
in the character of the demand in the 
retail stores, the stocks wanted being 
mostly in black and the dark brown 
shades with here and there some calls 
for grays and combinations, all of which 
can be readily taken care of by shoes in 
stock. While the usual mid-Winter 
clearance sales are in evidence, it is quite 
obvious that the retail trade is not mak- 
ing any drastic reductions in goods on 
hand, being satisfied that it would be 
impossible to duplicate present values 
should shoes be cleared out. So alto- 
gether it is apparent that the retail 
trade is optimistic regarding the future 
and is quite active so far as present 
business is concerned. 


Haverhill 


SLIPPERS FOR PRESIDENT 
WILSON 


Made by Local Concern 


Hazen B. Goodrich & Co., one of 
Haverhill’s oldest and best known shoe 
manufacturing concerns, recently com- 
pleted and shipped to President Wilson 
at Paris a pair of men’s Opera slippers. 
Frank W. Lord, who represents this 
concern in the Middle West and is a 
great admirer of President Wilson, took 
personal care of the production and ship- 
ment of this pair of “Victory”’ slippers. 
They are made of finest gray kid with 
white lining and are of best turn work- 


manship. On the inside of the slippers 
are the words in gold letters: ‘“Wood- 
row Wilson—Victory Slippers.” The 
size is 9 D. The Goodrich concern 
has been for many years identified 
with the production of men’s high grade 
slippers, as well as women’s footwear. 
President Wilson is wearing these slip- 
pers during the few hours of ease which 
he enjoys from his important duties at 
the great Peace Conference in France. 


ARBITRATION AGREEMENT 


To Be Made with Local Union 


The Haverhill Shoe Manufacturers’ 
Association and the Shoe Workers’ Pro- 
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tective Union have adopted an arbitra- 
tion agreement. Each factory where 
the Protective Union has price lists 
will take up this agreement individually. 
Contracts with the Boot and Shoe 
Workers’ Union have been made re- 
cently by several Haverhill concerns who 
believe that the principles of arbitration 
as adopted by-that organization is one 
which constitutes an important asset in 
the conduct of their business. 


ON A EUROPEAN TRIP 


Local Shoe Manufacturers Go 
Abroad 


Messrs. John E. Gale, Jr. and George 
H. Carter of the Gale Shoe Manufactur- 
ing Company sailed for England last 
week on a business trip in the interests. 
of their concern. This house has repre- 
sentatives in London, France and other 
localities abroad. Messrs. Gale and 
Carter will call on customers in foreign 
countries with the view of ascertaining 
the possibilities of trade development. 


LOCAL FIRM ELECTS 
OFFICERS 


Following Recent Incorporation 


Herrick, Foote & Laurin, Inc., manu- 
facturers of children’s shoes, have 
elected the following officers: president, 
Howard N. Foote; treasurer, Frank B. 
Herrick; clerk, Edward B. Laurin. 
Previous to incorporation this firm was 
conducted under the name of Herrick| &. 
Foote. . 


HAVERHILL MEN AS 
DIRECTORS 


Of New England Association 


Members of two local manufacturing 
concerns were elected directors at the 
recent annual meeting of the New Eng- 
land Shoe and Leather Association. 
These are Hervey E. Guptill and James. 
H. W. Whitcomb, the latter of J. H. 
Winchell & Co. 


NEW CONCERN TO MAKE 
SHOES 


Will Produce Children’s Footwear 


The Brown Shoe Company recently 
organized, has factory location in this. 
city at 1 Beach Street. The members are: 
M. L. Brown, Lee Rogers and Clarence- 
Kittredge. The concern will manufac- 
ture children’s shoes. 


HAVERHILL INTERESTED 


In Development of Foreign 
Business 


The ‘Recorder’ business survey: 
party now in England, of which Messrs. 
George W. Dobbins and Harlan F. 
Hussey of this city are members, and 


a 
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the departure of other local manufac- 
turers for foreign lands is indicative of 
the importance with which the sale of 
Haverhill.made shoes abroad is regarded 
by manufacturers in this city. There is 
every indication that in the near future 
numerous concerns here will, through 
foreign representation, develop a large 
and important business in Europe, 


South Africa, Australia, China and 
Japan. With Haverhill manufacturers 
using the same energy in developing 
foreign business which they have 
brought to bear in this country, it is 
but a question of a few years when this 
city will be one of the leading produc- 
tion centers for the sale of shoes in the 
principal countries of the world. 


Cincinnati 


The retail merchants of Cincinnati at 
this time report very low stocks in 
every instance and this in spite of many 
apparent conditions which would seem- 
ingly cause one to expect curtailed busi- 
ness rather than increased business. 
The influenza epidemic came the first 
part of December and greatly affected 
buying on the part of the public; then 
came the Christmas shopping season 
and next a January of Florida weather 
for Cincinnati. Thus conditions seemed 
to have been anything but favorable to 
a large volume of business. The fact 
that local merchants have virtually 
cleaned their shelves of Winter goods is, 
therefore, possibly due to two elements; 
first, that the merchants have been 
cautious in their buying, keeping a 
close watch on the trend of conditions 
and taking pains not to overload them- 
selves in the anticipation of an early 
Spring; and second, that the country is 
now flushed with money. These, in 
addition to usual impetus that is 
brought on by the clearance sales of 
January and February, have thus 
brought about a favorable situation for 
the local merchants in preparation for a 
successful Spring season. 


D. E. Hayman Vice-President Retail 
Shoe Selling Group 


The success of the annual election of 
the Cincinnati Retail Shoe Selling 
Group on-Wednesday, January 29, at 
the Chamber of Commerce, is efmpha- 
sized by the calibre of the new officers 
elected for the current year. They are 
as follows: president, D. E. Hayman; 
vice-president, Chas. Voller; secretary, 
Carl Adams; treasurer, W. E. Geisting. 

A committee consisting of John Kipp, 
W. E. Ellison and Charles Hardebeck 
was selected for the purpose of arrang- 
ing a “Get-Together’’ dinner in con- 
junction with members of the Cincinnati 
Shoe Men’s Association and the shoe 
merchants about Cincinnati. This com- 
mittee extends a cordial invitation not 
only to the retailers in Cincinnati, but 
also to every shoe merchant within the 
vicinity of the city including those of 
Indiana and Kentucky, to join them 


in this feature. The purpose of such a 
dinner and meeting is to excite interest 
in the forthcoming Ohio state conven- 
tion to be held at Columbus next month, 
and further to encourage even more 
co-operation between the dealers both 


D. E. HAYMAN 


large and small in and about Cincinnati. 
Such a meeting was held last year and 
it proved a great success. President 
H. C. McLaughlin of the Ohio Retail 
Shoe Dealers’ Association is a hearty 
supporter of this kind of gatherings as 
this is one way of ’attaining a large 
attendance at the convention. He 
urges that every local organization in 
the State carry out this idea. J. P. 
Orr, vice-president of the National, also 
voiced satisfaction over such a plan. 


Shoe and Leather Club Elects 
Officers 


The annual election of the Shoe and 
Leather Club held at the club rooms last 
Saturday, after a heated voting contest 
resulted in a complete victory for the 
Red Ticket as follows: president, 
George H. Mugavin; vice-president, 
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Louis Homan, Jr.; George Mohr for 
secretary and J. Rudy Schuler. for 
treasurer; governor for two years, P. M. 
Connor; governor for one year, L. Am- 
brose Holters. President Mugavin was 
defeated about three years ago on the 
Blue Ticket. He is a young man of 
sixteen years’ prominence in the local 
shoe and leather trade. Big things are 
expected of him, one of which is to move 
the club rooms, due to the fact that the 
Admiral Cafe now connected with the 
club rooms is going out of business as a 
result of prohibition. 


Business in Retail Shops 


Joseph Pietzuch, president of the 
Jos. Pietzuch Company states: “Our 
business has been phenomenal and our 
stocks never have been lower for this 
time of the year.” A heavy call for low 
shoes is reported by Mr. Pietzuch, which 
leads him to believe that they will have 
a big Spring season on these stocks. 
Mr. Pietzuch further states that prices 
are holding their own with the excep- 
tion of prices on a few duplicated lines. 

H. R. Rogers, manager of the H. & S. 
Pogue shoe departments is another to 
report a big business in Spring footwear. 
Mr. Rogers says he has sold more low 
shoes for this time of the year than ever 
before and points out that he has been 
fortunate in getting early shipments of 
Spring lines in sufficient numbers to 
meet the unprecedented demand. 

Tan, patent and dull oxfords have 
been strong sellers at the McAlpin Com- 
pany, says Manager John Kipp, who 
reports a steady gain in volume of busi- 
ness over last year’s figures. Mr. Kipp 
further states that he has sold a great 
number of spats during the last few 
weeks to those women who consider it 
rather late to purchase high shoes. 

Wm. C. Seekatz, new manager of the 
Gibson Boot Shop, announces a good 
volume of business during the past week. 
He put on his clearance sale the latter 
part of the week and was so rushed the 
first morning of the sale that he had 
to get additional help. Mr. Seekatz is 
very optimistic over the outlook for a 
heavy Spring season in men’s shoes. 


Annual Election of Shoemen’s - 
Association 


The results of the annual election of 
the Cincinnati Shoemen’s -Association 
held last Sunday were as follows: presi- 
dent, Leonard Wiseman; vice-president, 
Max Kappner; recording secretary, 
George W. Dohrman; financial secre- 
tary, F. J. Ruenhrwein; treasurer, 
A. Hillinrichs. 

A committee was appointed to co- 
operate with the Shoe Selling Group in 





Feb. 8, 1919 


preparation for the “Get-Together 
Meeting” to be held in connection with 


a dinner some time this month. Other | 


committees were appointed including a 
Welfare Committee and an Occupational 
Committee, the latter to gather all pos- 
sible information relative to the tax on 
occupations which js likely to be en- 
forced. The recording secretary re- 
ports a steady growth in the association 
since their last election. 


**Shoe Pep’’ 


The advertising department of the 
Wise, Shaw & Feder Co., has been 
busily occupied the past week on Spring 
editions of “Shoe Pep.”” This “‘live-wire”’ 
booklet sprung into instant widespread 
demand in answer to many inquiries. 


The first of the new edition will be in 
the mail February 15. 


Cincinnati Notes 


The Smith Kasson Company has 
rented an additional floor in the Excel- 
sior Buidling which adjoins their build- 
ing in the rear. This expansion is a 
move preparatory to plans now under 
way for further expansion in their shoe 
departments. Captain Lee Kasson, son 
of H. C. Kasson,is now associated with 
the company after having received his 
honorable discharge a few weeks ago. 

Frank Connolly, twenty-six years of 
age, for eleven years a cutter in the 
Scheiffele shoe factory, is the only gold 
star in the Service Flag of that com- 


pany. 


Brockton 


PRESIDENT OF STACY-ADAMS 
COMPANY 


Recently Elected by Directors 


An excellent likeness is shown here of 
C. P. Waide, recently elected president 
of Stacy-Adams Company, succeeding 
thelate W. H. Stacy. President Waide, 


CLARENCE P. WAIDE 
President Stacy-Adams Company 


who has been associated for thirty-nine 
years with this house, is widely known 
among the buyers of men’s fine shoes. 
He will continue to visit his city trade 
and keep in close touch with the require- 
ments of the concern’s customers. The 
other officers are: W. H. H. James, vice- 
president; O. B. Quincy, secretary- 
treasurer. These with John McElaney, 
Jr. and W. A. French, constitute the 


board of directors. Mr. McElaney 
has been associated with Stacy-Adams 
Company for many years covering im- 
portant territory in the South. He will 
continue his work in that part of the 
country. W. A. French, the fifth direc- 
tor, is in charge of the cutting room 
department of the Stacy-Adams Com- 
pany factory. 


MEETING OF RETAIL SHOE 
DEALERS 


Report of Convention Delegate 


The Brockton Retail Shoe Dealers’ 
Association recently held its first meet- 
ing for 1919. The principal feature was 
a discussion of the report of the National 
association’s meeting at St. Louis, given 
by the delegate, Jack Sandler. This 
concerned the action of the convention 
regarding a better agreement with rub- 
ber shoe manufacturers. Jacob Fein- 
berg is president of the local association 
and Walter M. Dunbar is secretary- 
treasurer. Following were present at 
the meeting: President Jacob Feinberg, 
Walter M. Dunbar, Leon Bierman, Gene 
Rivers, Fred B. Slack, Arthur C. Lyon, 
Boris Berkowitz, Frank Barer, Alfred 
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Siegel, Harry A. Delano, L. M. Chur- 
buck, Fred S. Merrill, W. H. Mor- 
ton, Jack Sandler, Louis Green, A. L. 
Levin, W. L. Dean and Frank R. 
Gruber, all representing Brockton retail 
shoe firms. 


Seeking Department Heads 


Shoe manufacturing concerns in the 
West have a good idea of Brockton as a 
place in which to secure skilled depart- 
ment heads. One large concern in 
Chicago is advertising in the Brockton 
daily papers for foremen and assistant 
foremen in different departments of 
their plant. They specify that these 
men must have had experience in the 
making of men’s fine shoes. 


BROCKTON MAN FOREIGN 
REPRESENTATIVE 


Will Carry Line of Men’s Fine Shoes 


Lyman Palmer, formerly of this city, 
and well known in the shoe trade, will 
sail in February for South Africa, carry- 
ing the line of the Hurley Shoe Company 
of Rockland, Mass., of which John J. 
Hurley of this city is senior member. 
Mr. Palmer was for 12 years connected 
with the Field-Lumbert Company, 
shoe manufacturers of this city and 
Boston, as a buyer of upper leather. 
He expects to be absent several months 
and will represent leather houses as 
well as Hurley shoes. 


NEW CONCERN UNDERWAY 
Begins Production of Goods 


*“One Shoe Baker’”’ is the unique title 
adopted by J. Ralph Baker Shoe Com. — 
pany to indicate the character of the 
men’s shoes they are to produce. These 
will be made on one last, one pattern, 
sold in 12 pair lots only, and carried in 
stock for immediate delivery. The cut- 
ting at the factory in the neighboring 
town of Bridgewater started February 3. 
Mr. Baker says that goods will be ready 
for delivery by the latter part of the 
month. When the factory is under full 
headway about 700 pairs will consti- 
tute tht daily production. 


Boston 


Dr. A. P. Dennis of Baltimore, who 
has just been appointed to represent the 
United States Government as Commer- 
cial Attache at Rome, Italy, was the 
guest of the Foreign Trade Department 
of the National Shawmut Bank, at the 
City Club on January 31. 

A number of prominent local business 
men were invited to meet Dr. Dennis 
at luncheon, and there was an interest- 


ing interchange of views as to the possi- 
bilities for extension of export trade to 
Italy following the readjustment of .in- 
ternational affairs. 

Coincident with the meeting, it was 
announced that the Italian Government 
has followed the example of the British 
Government in placing a temporary em- 
bargo against the importation of leather, 
boots and shoes, and other commodities 
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from .foreign countries into Italy, the 
understanding being that this has been 
done largely in an effort to preserve the 
international exchange balance. 

Dr. Dennis outlined a few of the 
principal trade extension possibilities in 
Italy from the standpoint of the Ameri- 
can manufacturer, and pledged his best 
efforts to have these possibilities de- 
veloped. He emphasized the impor- 
tance of doing everything possible on our 
part to help the Italian people finance 
their import business, inasmuch as the 
expenses of the war have greatly 
weakened that country financially. 

Those present included Vice-president 
Norman T. Adams, and Assistant 


Cashier M. F. Roesti of the National 
Shawmut Bank; Lynn W. Meekins, 
agent of the United States Bureau of 
Foreign and Domestic Commerce in 
Boston, who has just been appointed to 


_ succeed Commercial Agent Ansel R. 


Clark, transferred to the New York 
Agency of the Bureau; Fred B. Rice, 
Secretary Thomas F. Anderson of the 
New England Shoe and Leather Asso- 
ciation, H. T. Melbye, Judge Frank 
Leveroni and C. A. Pastene. 

T.E. Moseley Company, 179 Tremont 
Street, Boston, Mass. are conducting 
their seventy-second anniversary sale 
this week. 


Columbus, Ohio 


Oldest Shoe House 


For several years previous to the 
year 1880, A. E. Pitts was associated 
with his father in the shoe business in 
Newark, Ohio, under the firm name of 
Pitts & Son. He gained considerable 
knowledge of the business by taking 
charge of affairs while his father was 
away on buying trips. 

Being of an ambitious nature he de- 
cided to start in for himself. In May, 
1880, at the age of twenty-one, he 
brought a mere handful of shoes out of 
the Newark store and started on his 
venture at 33 North High Street, in a 
room that contained less than five hun- 
dred square feet of space. The first 
year at this location A. E. Pitts did a 
business of $40,000, which has increased 
by leaps and bounds. 

In 1885 he secured the services of 
John J. Baird, a very alert and capable 
salesman, who showed such interest in 
the business that he was made a partner 
in 1890. 

Having outgrown this location they 
secured a larger room at 62 North High 
Street, removing to these quarters in 
May, 1904. 


Now Occupy Entire Building 

The business of this firm has increased 
to such an extent that they now occupy 
the entire building of four floors and 
basement at this number, having about 
twenty-seven thousand square feet of 
floor space arranged on the following 
plan: first floor. men and women’s better 
grade shoes, findings department; second 
floor, junior department occupying en- 
tire floor; third floor, men and women’s 
lower price shoes; fourth floor, inspec- 
tion department and stock room, adver- 
tising department. The basement con- 
tains the receiving department, and 
here is stored the rubber footwear for 
the several departments. 


This firm operates one of the most 
complete repair departments in the 
state and pride themselves on the good 
work of this department. 

This firm was incorporated in 1914 
as the A. E. Pitts Shoe Company, A. E. 
Pitts and John J. Baird, Incorporators. 


The Satisfied Customer 

The satisfied customer has always 
been the big idea in this business. Ser- 
vice and quality, first and foremost has 
won for this shoe house thirty-nine 
years of success which must be con- 
sidered a unique record. The past year 
showed the largest increase in the his- 
tory of this successful firm. 

In the Retail Stores 

Merchants allt over the city report a 
very satisfactory increase in the sale of 
men’s shoes, brown predominating; 
this is due, they say, to the fact that 
the boys that were in the service are 
taking up their usual vocations in 
civilian life. 

Brown calf and kid in women’s shoes 
are also favorites; one of the most 
progressive merchants states that sales 
on this color have been double to any 
other. 


Military and Louis Heels Enjoy an 
Equal Popularity 

There has been a very satisfactory 

sale on patent pumps. Brown and 

patent oxfords have also been selling 

well on account of the exceptional fine 
weather which has prevailed. 
Regarding Spats 

Fawn colored and medium grey spats 

seem to be most in demand, several 

dealers stating that the call thus far 

exceeded the supply on the local market. 

Well Known Shoe Man Ill . 


A. E. Pitts, president of the A. E. 
Pitts Shoe Company has been confined 
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to his home for the past week with facial 
neuralgia. At his present rate of 


_ progress it is expected that he will be 


out again within a week or ten days. 


Retail Merchants Rejoice 

The retail shoe merchants in this 
city say that the year just passed was 
one of the most successful in their his- 
tory; all report a very satisfactory in- 
crease in sales. 

According to the increase in January 
sales the dealers are expecting that this 
coming year will be very satisfactory. 


Back on Job 
S. E. Krigbaum, salesman for a well- 
known Cleveland wholesale shoe house, 
is back on the job after a week’s illness. 


With the Manufacturers 


The manufacturers in this district are 
very optimistic; they report a very 
satisfactory year in production, one 
manufacturer says: “We had figured 
on labor and material shortage, but 
were unprepared for the influenza epi- 
demic which practically put us out for 
several weeks; even with this situation 
we finished the year with the largest 
business in years.” 

While a little early to state positively 
as to Fall styles, all are of the opinion 
that there will be very little change in 
lasts. 











Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 


f nickel plated with « 
Z] curved jaw that ena- 
7 bles you to cut the 
yj tacks close to the in- 
P| sole. 

F Be sure and specify 
z “MANCHESTER” 





Frank W. Whitcher Co. 
Patentees and Manufacturers 


Boston, Mass. s2$s2W. Lake St. 
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100 Years. Good Shoemaking * 


ONE OF THE LEADERS IN OUR “IN-STOCK’’ 
LINE of SERVICEABLE and ATTRACTIVE CHILDREN’S SHOES 


CARRIED IN THREE WIDTHS 
Infants’, 6-8, at $2.75; Child’s, 84-11, at $3.15 
Misses’, 1172-2, at $3.75 


This is only one of the good things listed in our New In-Stock Catalog 
Lines now in stock, of Medium Grade, 


Women’s, Misses’ and Children’s Welts and Turns. 


L. B. EVANS’ SON €O. 


No. 15. Don’t miss it. Sixty 





Perfection | 


Circlettes 





‘With the Sharp Shoulder and Broad Wear- 
ing Surface 











ee | 
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- WAKEFIELD, MASS. 







rateretarateroraniersteraraNatars | 


SHOE—distinctive—different 
from the ordinary run—not 
only attracts favorable atten- 
tion, but commands a ready sale. 


We constantly carry 

in stock the highest 

grade shoes for women 
—they are model and 

safe and stylishly- 6 
correct. eS 
You should know 
more of our, shoe 
service. 


STYLE NO. 903 


Tobasco Brown Kidskin % 
Fox Laced Boot. Imitation 
—— Tip, Fifth ne 
Last, Welted Sole. 


tor B —.. ® $5.¢ 60 


P. E. O’BRIEN 

















They don’t scratch floors They do protect 
They don’t wear slippery They do stop uneven wear SHOE co. 
They don’t drop out The do prevent runover heel 101-107 
PUT ’EM WHERE THE WEAR COMES West Broadway 
TRADE SUPPLIED BY New York 
: City 
. W. Whitcher Co., Chica Cilia ; 
WYVVVYVIY VV 
MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 
Reece’s Rocker Bottom Wood Sole Shoes Fee tk ne 
vena. | | Wanted at Once | : Wowvneisisrrivaes 
wane for Department Store = 
“S for Cash on r 
Manufacturers’, Retailers’, or Sur- — 
erry mgestiy 1141 W. dee Seo Ceti oeanh Obie, Us 8. A. 





Oli Grain 
Guaranteed Counters 
Shoes, asabove.............. $1.45 to $1.80 
High Lace (= pgpegseaaee: 2.10to 3.00 
Boots, foareasen, inch ........ 2.85to 3.75 
Send for Catalogue 





REECE SHOE CO. - - COLUMBUS, NEB. 











SHOES 


No Quantity Too Large. Short 
Leases Taken 
GLOBE MDSE. CO. 
Indianapolis, Ind. 

New York Office 
23 Lispenard St., New York City 
Merchandise of All Kinds Purchased 










































T. W. "Gera Bont, vere 
F. E. JONES COMPANY 
FANCY 


COLORS MAT KID 


95 South Street, Boston 
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page per issue: 





Space 1 time 7times 153 times 
linch..... $4.00 $3.00 $2.75 
Z2inch..... 8.00 6.00 5.25 
3 inch..... 12.00 9.00 7.75 
4inch..... 15.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“‘Recorder”’ rates for space less than one-eighth 





26 times 52 times amount accepted 
$2.50 $2.00 
4.75 4.00 tisement for 
7.00 6.00 | Sac 





9.00 8.00 under 


OSITIONS WANTED. Three cents per word for each 
Minimum amount 
vertisements, five cents per w for each 
One Dollar. i 
ap to Eve Ceiest Tessday FM. When advertisers answers to 
come in care of this office, twelve words must be allowed in each adver- 
When adv ete desice see ee ran 
address, each word of the address 
advertisement and paid for accordingly. Answers to ads. must he sent 
letter postage. 


insertion 

sixty cents. For other “Want” ad- 
insertion. Minimum 

will be received 


must be counted in the 








SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 








Fe to carry side line over- 
territories. d- 


Commission. All 
dress eK 130, care Boot and Shoe Recorder, 127 
Duane St., New York. 


WANTED—Livo-wire vire salesman, who covers his 
territory thoroughly, to carry our one shoe 
as a side line on commission basis in each of the 

ing territories: New England, New York 
City Central Pennsylvania, Virginia, New Jersey 
and aware, isiana, Arizona and.New Mexico, 
Montana, Georgia. Edmonds Shoe Co., Mil- 
waukee, Wis. 





GALESMEN—Men with established trade for 
Baltimore end Petingien, also for Penn- 
tents and New Jersey commission, by a 
Philadelphia | Wholesale Shoe ‘House. Address 
ving references, e' B210, care Boot and Shoe 
[ en Pony 207 South h &t., Boston, Mass. 
WANTED—Leather and findings salesman for 
Southern Illinois and Missouri. Also carry 
strong line of advertised children’s and misses’ 
shoes oad felt slippers. fe wey 0 ey — 
grasp > eum. ress care t 
and Shoe Recorder, 207 South St., Boston, Mass. 


7XPERIENCED SHOE SALESMEN 
WANTED—Different salesmen for each of 
the tee named a North 
North T entucky 


and L. West Virginia, Western New York and 
Northern Ponneyivenia, f Towa oui Nebreska, Wis- 














"4 WANTED—To “Federal 
Shoes for Boys” in — M Western 
line, in stock; commission 


territories. Un 
only. Address in confidence giving details of 
experience, Federal Shoe Co., Lowell, Mass. 
WANTED—Live wire salesman, acquainted 
with shoe and Finding Trade, to cell Cotere 
Tongee Det either straight or side line. Cotero 
Mfg. Co., Burr Bidg., Scranton, Pa. 


Salesmen Wanted 


For representative Cincinnati made line of 
ladies’ shoes to travel in States of Kentuck 
Tennessee and Alabama. We have an oma 
lished trade of $75,000 per year in this territory 
and can only use an aS cee 
with anil Sho est references. Address B211, care 
| aa Shoe Recorder, 207 South St., 











ANTED—Ladies’ or 


misses’ and children’s 
line for Greater New York and New Jersey. 


Have trade. Address K128, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


WANTED Socrialty — i In women’s, men’s, 














infants’ lines, 
a | mn ~—y — “tor Richmond = 
Financia 
detail “addree i: ¥. 8. 2707 Kenslagton Ave. 
, Va. 
FOR SALE 





FS. SALE—Exclusive shoe store located in 
ter of business section 


in one of the best 
towne | in ap te eR oo } 15,000, i 


fine business and have clean Stock. mes 
B206, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











IN STOCK 
Men’s Medium Priced Dress Shoes 


Salesmen wanted to as side line 
= 6 cent commission t line of ten 
ak mg made by a Middle Western manu- 
shoes. Valuable 





of Men’s 





consin and Northern 

m must have road peso mg in shoes 
preferably in the territory applied for. Give name 
of former employer, amount a sales and references. 
Commission proposition. W. Tedcastle & Co., 
Boston, Mass. 


GApaan WANTED—For .— = y and find- 
le with a - line of children’s and 

min? shoes and felt slippers. To cover old 
established trade in Montana, ea taho. Bg ~ 


Washington and Oregon. Bias 
tunity for salesman with bili 4 
=. —~ ane Shoe Recorder, 207 South 


TATANTED Salesman covering the larger towns 
W and cities in Ohio. Must be acquainted in 


classy ple 
line. In application state f particule F.J 
Fox, Mfer., oches N.Y. tablished 1898. 


Se teen ae 


SALESMAN FOR t TOWA—Promineat a trade 





marked c= s line, stocked icago. 
Over 200 sa: - Tare. Welts, -~g = Medium 
and good blished trade. Qualifications. 


Jy in lowa. State age, married or 
fag Lines carried. reg, 201, care Boot and 
Shoe Recorder, Lees Bldg., Chicago. 


RESIDENT SALESMAN—Milwaukee and ad- 
jacent_ territory, Kansas City and adjacent 
territory, Dallas “7 Ft. Worth, Texas and —— 
territory, Seattle, ing and 
tory, ver, cae and adjacent territory, 
Memphis, Tenn., and adjacent territory. 
nent trade marked children’s line, Socked i in 
ne neon ww Turns, = Mc- 
ays. jum @ good grades. tate age, 
married or single, past selling record, references. 
Address B202, care Boot and Recorder, Lees 
Bldg. be Chicago. _ 
'ALESMAN wanted t ‘to travel out of Boston | for 
job lot shoe house specializing on women's 
aovally ae. Must be in pandieg 
retail and department Ay trade. Give fi 





fo alt 8 concerning in dress 
B04 care Got sd Shoe Recorder, 207 South 


Wrand E have territory open for a side line of infants’ 
‘a turn shoes, in stock, on 6 per 
lor thern, Western and 


ne 
Recorder, 207 South St., Boston, Mass. 


territory west of the Missouri river open 

blished trade and 

coun nonconflicting line. Send = 
in first letter as territory is 

fast. Address B197,:care Boot and 

hoe Recorder, 189 W. Madison St., 











Chicago, Ill. 








POSITION WANTED 


ALESMAN with some experience wishes to 
ace anen sasheans to comeune corre’ snapp’ 
line of shoes. E. Packer, 1500 5S. go y el 

Chicago, Ill. 











HELP WANTED 
ANTED—A-1 window trimmer, new store, 


have good - references. —s ving all - 
ticulars as to open, me A S arsh * 
Main and Court Sts., Buffalo, N. Y. Attention 
Mr. Wittmann. 

HOE manufacturers making 1,500 pe da 
S*or of men’s high-grade welt ah shoes are | Ay 
aman to —_ charge of tag and order 

Applicant must be experienced. oe: in own 


pon hand writing ata sing, 153° Sane’ Boxt ;Boot “and Shoo 
= 207 South St., Boston, M ‘ass. 














LINE WANTED 


ANTED—Line of men’s All Solid Union 





i Ad 
Recorder, 207 South St., Boston, Mass. 
YW /ANTED—Line men’s or women’s medium- 
Pte a shoes, tee ie or Welts, + —— 
jarantee results righ 
line. ive fi first letter. ; 


Address 
B207, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








FOR SALE 


Army Leggins, Cuff or Front Lace 
Style. Full Steel Stays with eyelets 
punched through and washered. Have 
250 dozen. Make best cash offer. A. F. 
Herden, Ft. Smith, Ark. 














WANTED TO PURCHASE 








We Buy for Cash 
eee, Jobbers’ < 
Eetaten’ Serpico Stocks, Jobe, 

NO QUANTITY 100 LARGE 
We also purehase entire stocks 
—_ ~ wo or mapufactur- 


of 

A you hav hove, for sale. 
Short Leases Taken 
We pay "flinbecs Cash Value 


VAN PRAAG & CO. 
Shoe Dept., Martin Posner, Manager 
er Deu, New io Spring Y. 
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‘Recorder’? Occupational Bureau for Returning Soldiers and Sailors 
Shoe salesman, employed, wishes to make change. Five ~- and State, who has just been released from Naval service, is 
years in managing stores. Further information address desirous of getting a live line, either wholesale or manu- 
S-16, care “Boot and Shoe Recorder,” Room 97, 127 Duane facturing, or women’s, misses’ and children’s medium grade 


St., New York City. 


goods. He is prepared to furnish references and records of 
past business. Address, S-17, care ‘‘Boot and Shoe Recorder,” 


A young man familiar with the trade of New York City Room 97, 127 Duane St., New York City. 





WANTED TO PURCHASE 


EXPORT OPPORTUNITIES MISCELLANEOUS 











Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
ire or Phone us 
Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
401 Broadway, New York 


N. ,* 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 





A firm of Belfast agents having 
large connection with best cash 
retailers throughout Ireland, 
wishes to make arrangements 
with makers of reliable lines 
American footwear, English 
models, either as purchasing 
agents or direct representatives. 
Hi hest references given. Black 
& Co., 177-179 North St., Belfast, 
Ireland. 


init 
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CASH PAID 
fer shee stores or surplus stocks ef shees 
er for merchandise. Leases taken 
ever. We will send a representative te 
investigate and make effer upen request. 
Max Kalter Mercanfile Co. 


591 Broadwa New York Ci 
Phone Spring 4573 tad 














EXPORT OPPORTUNITIES 








GANNON BROTHERS 


110 MIDDLE ABBEY STREET 
DUBLIN, IRELAND 


Resident Buyers, and Manufacturers’ 
Agents in the Wholesale trade, are pre- 
pared to negotiate with United States 
Shoe Manufacturers (or firms in Allied 
trades), with a view to acting as agents 
on Commission for such firms, or being 
appointed Sole Buying Agents in the 
United Kingdom. Big Business Guaran- 
teed. 





“ENTIRE STOCK 
~ FOR SALE” 


1S the message ¢ “FISHER” 
that interests us a Tete bot 


XOODX.OOOOK 








CO®@ 


Reg. lb 

We buy for cash, wholesale, retail or job- Fes. OS, 
bers stocks of shoes; men’s, boys’ and eee ons 
children’s clothing; men’s and ladics’ 
furnishings; ladies’, ryrand and chil- SUPPORT 

ren’s wearing apparel; dry goods; cot- ithou: i 
ton and dress goods. No proposition so = ' —_ 
small astoescape our att2ntion—noneso 
large as to be beyond our control. 


References:—C cial A 








Call, write, phone or wire —— 
HERMAN DORNBUSCH, Appraiser © The New Improved 
: ‘o > 


David W. Biow Co. ’& 
520 Broadway New YorkCity © SHOE STRETCHER 


will adjust’ counters or stretch 
shoes two whole sizes without 
damagi' 


XOOO)ODKOOOD)} OOOO) © 0KOKOK@)VOKON 











the Range of 
sizes: "Misses’ 13 to mens 12. 
sttetched either 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 
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the right wearer, in the right 
shoe merchants. The chief pur 
which depends the progress of 


Ad, h of the A Sated FR, 








of the “Boot and S 
© entire allied 


Annual subscription in United States, $3.50; per copy, 25 cents. 

Papers, Ine. Member of the Root 

Each issue copyrighted by the Boot and Shoe Recorder Publishing Co 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


BOOT AND SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right’’; sold for the right P the ret to 
fitting, for the right price, at the ri; me rofit. This fs the the retail 

Shoe fi Recorder” el Be - it; fort 

ig to deans and leather; 





Canadian, $5.00. 


Newspaper Ass'n 
Entered at the Post Office, Boston, Mass., as second-class matier 


t problem o 
is the basic blem upon 
their production and distribution 
Foreign, $7.50 


Member of Audit ‘Bureau of Circulations 
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ICTORY—wITH ITS RETURN OF SOCIAL ACTIV- 
ITIES—ITS WELCOME HOME PARTIES, VICTORY 
DANCES AND RECEPTIONS—BRINGS TO THE 

FORE AGAIN THE GAIETY AND LIFE WHICH WAS CON- 
SIDERED UNPATRIOTIC IN WAR TIME. 


REACTION IS NOW UPON US. WOMEN WHO HAVE 
SPENT THE GREATER PART OF THE LAST FOUR YEARS 
IN STRENUOUS WAR WORK ARE NOW RELAXING AND 
PLANNING BRILLIANT SOCIAL FUNCTIONS FOR RE- 
TURNING HEROES. 


CHARLES K. FOX, 


BOOT AND SHOE RECORDER 


THE BRIGHT, NEW COLORFUL GOWNS FOR AFTER- 
NOON AND EVENING WILL REQUIRE NEW FOOTWEAR 
TO MATCH. WE HAVE ANTICIPATED THIS SPIRIT AND 
ARE PLACING OUR LINE OF SLIPPERS BACK ON A PRE- 
WAR BASIS—COMPLETE IN COLOR RANGE, PATTERNS 
AND MATERIALS TO SUIT THE MOST FASTIDIOUS 
MISS OR MATRON. : 


THE FOX LINE OF SLIPPERS, PUMPS AND OXFORDS IS 
CLASSED AS FOOTWEAR OF DISTINCTION AT #OPU- 
LAR PRICES. MAKE IT A POINT TO SEE IT. 


Inc. 


Haverhill, Mass, - - - - U.S.A. 


CHICAGO: Great Northern Bidg. 
BOSTON: 54 Lincoln Street 


NEW YORK: Marbridge Bidg., Broadway and 
34th St., Room 632 ; 
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Black Kid Bals, and 
BlackKid Foxed Blu- 


chers ‘in stock 








BLACK KID BALS 
Composite Last ” Sal) 
Single Sole 


AAA/A AA/B A/C A/D B/E 
7 to II 6 to Il 6/11 6/11 6/11 















$5.60 Prices Subject to 
: Change Without 
BLACK KID FOXED BLUCHER Notice * * * 






E 6 to 10 
D 6 to 10 






Parkway Last 
4 Double Sole 


$5.75 







The Dalton Company, Inc. 


Men's Fine Shoes 
BROCKTON, MASSACHUSETTS 









NEW YORK : CHICAGO 
183 Easex Street 651 Marbridge Building 1415 Great Northern Bldg. 
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The successful work of 
the expert tanner solves 
many a sales problem 
in the retail shoe store 


shoes for women, shade and uniformity are 
vital features. Often they make or lose the sale. 


We know this. We look far beyond the shoe manu- 
facturer into the thousands of stores where shoes 


made of Standard Kid are sold and fitted. 


We employ the skill in tanning and sorting that 
creates dealers’ confidence in the dependability of 


Standard Kid. 


Dealers have come to know that Field Mouse, Gray, 
Brown, and Black, in Standard Kid, mean fixity of 


colors and of quality. 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 
207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


|: these days of wile popularity of colored kid 


Factory, Wilmington, Del. 


AGENCIES 
CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS. MO. 
I. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL 


STANDARD am 
KID | 


| 


Oy memento 
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Three Sure Sellers for Your 
Children’s Department 


3 W’S LENOX 


You Sell 
Them! 











You Show 
Them 


=— 


| 
| 
| Ee: MD Gis. cescccanenaese 1.60 
| 








Mary Jane Sandal in Pat. Turn Mary Janes in Pat. 


Leather and Gun Metal, Leather and Tan Kid. 





McKay, 
BOBGicccceccvcesesed $1.75 BOBRs 6 cccccccvcecssd $1.40 
BEGG 098. 00 cccccccces 2.25 
































Children’s Patent Leather 
| and Glazed Kid Turn But- 
| ton of Best Grade, 








1 to 5, No Heel......... $1.50 Tan Glazed Kid Pony Cut 
4to8, Wedge. .......... 1.75 a. 

By ~ glint wes iter —8} a6ih <6. <zoogs 

| 7586—4 to 8, Wedge Heel.$2.00 se San ae ae 


| 7587—1 to 5, No Heel.... 1.75 


| 



































One of the valuable selling features of 3 W’s LENOX shoes is the first impression 
they create. They look good—stylish—well made. 
In material and workmanship we know they are right, for we make 3 W’s LENOX 
in our own factory. 
A lot of satisfaction is wrapped up with every pair of 3 W’s LENOX shoes you sell. 
This means contented customers and steady repeated sales. 


WEIMER, WRIGHT & WATKIN CO. 
PHILADELPHIA Pacvony?isSe'tiar since 


se Fs FF | SS  } a Fm 
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There’s Reason 
for Action 


USINESS is looking forward to the signing of the 

Peace Program. Soon after, the wheels of business 

will. turn with greater speed. The demand for prod- . 
ucts of every kind will probably exceed all present day 
calculations. Those “weather wise’ see ahead a period of 
business activity. Instead of an era of lower prices there is 
every indication of higher prices due to inability to supply 
demands. 


There is reason for action right now in placing orders for 
your Fall and Winter stock. ‘“The Thompson:Shoe” bought 


on the present market will return you handsome profits. 


Thompson salesmen are coming your -way. .A request to 
us to have one call" will get immediate attention. 


a 


HOMPSON BROS. ING 
MEN’S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON ‘CHICAGO 
1017 Flatiron Building 207 Essex Street 35 South Dearborn St. 


Address all Communications to Brockton (Campello) Mais. 
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Samples for 
Fall 1919 


No Restrictions 





A Smart, Snappy Style 


Ado. 








AAA AAA, 











/ 
‘ 


See Se ee 


NUBUCK 


O other trend of style or of trade- 
_ demand is today more clean-cut 
than the popularity of suedes. The 
whole industry recognizes this. 
No other leather of this character meets 
all the requirements so fully as NU- 
BUCK. 
So secure is the pre-eminence of Nu- 
buck—so firmly is it established in the 
recognition and favor of manufacturers 
and retailers—that it represents a 
standard. 
Our range of shades—White, Imperial, 
Light Gray, Olive Brown, Taupe, 
Beaver and Mahogany—enables every 
manufacturer to build exactly to his 
season’s specifications. 
When ordering be sure to specify the 
genuine Nubuck, originated and tanned 
exclusively by 


A. C. Lawrence Leather Co. 
161 South Street, Boston, Mass. 


New York, Chicago, St. Louis, Cincinnati, 
Rochester, Gloversville 
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Fred Rueping Leather Company i 


Fond du Lac, Wisconsin 











FRED RUEPING LEATHERCO. 
FOND DU LAC, WIS.,U.S.A. 


| 
| 
: 


Calf, Veals and Side Upper Leathers in 
Black and Colors, Smooth and Boarded. 
The quality leather produced by Rueping 
does not “Just Happen” and is not 
“Luck.” Our process is the result. of 
over sixty years tanning experience and 
assures you of leather of good strength, 
mellow feel, fine tight break and eco- 


-nomical cutting qualities 


—BRANCHES— 
Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, Eng. , 
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FACTORY 
HAVERHILL, 
MASS. 
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HEN the average smart girl recommends a shoe, she never 


* mentions the word welt—or turn. 


Tone, Fit, and Comfort are what send her friends to your store. 





“Walk-Croft” process shoes have won their popularity as prof- 
itable business builders because in them these points are so 


strongly emphasized that every buyer becomes a booster. 


BANCROFT WALKER COMPANY 


MAKERS OF SMART SHOES FOR WOMEN 








4 
x 
k 
. 





BOSTON OFFICE 
Rooms 404-5 
RICE BUILDING 


“Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 


RE 
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New Castle Kid 


cSud&e it by it’s users 


— * — y " ’ 
ee SSS SES 


SSS 


ad 


E are learning what New Castle Kid 

Quality (Especially Havana Brown 

Color I) means to the retailer—how he 
depends upon it. 


SSS Ss552=2: 


For he is writing us, in effect: “I want New 
Castle Kid quality and nothing less. When 
I cannot secure it, what can I do?” 


To him and to you, this word: 


The quantity of New Castle Kid leather is 
absolutely limited to the amount of raw 
stock which is good enough for New Castle. 
It has been impossible to secure enough of 
this high quality to meet the demand. 


But we shall maintain the standard—and 
thus protect manufacturers and retailers. 


To further protect yourself under this 
condition (which, we hope, will not continue 
much longer) accept the next best from your 
manufacturer where you must, but remem- 
ber that it is the next best—that it is not 
New Castle Kid and is not, therefore, qual- 
ity leader in its line. 
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New Castle Leather Company 


New York City 


Boston Chicago Montreal 
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WHITE BUCK SPORT OXFORD 


WELTED PROCESS 


SALEM, MASSACHUSETTS 


FACTORY 
407 BRIDGE STREET 














—> = SPRING 1919 =—— 


IMITATION WING TIP AND CENTRE PERFORATION 
VAUGHAN’S IVORY SOLES—!4/8 IVORY MILITARY HEEL 


DONN D. SARGENT CO. 


BOSTON OFFICE 


195 ESSEX STREET 
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How Many Colored; 
Side Leathers Are 


Really Fast Color 


WE are proud of the color 
permanence of “BELL 
BRAND” Side Leathers. 


They positively will not fade or 
run. 


Remember this in ordering side 
leather shoes and be particular 
to specify AGOOS “BELL 
BRAND” SIDE LEATHER 


to your manufacturer. 


S. L. Agoos Tanning Co. 
Specialists in Fine 
Side and Veal Leathers 


145 South Street, Boston, Mass. 
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CABLE ADDRESS ‘‘PEJASHU" 





@HOE CGY 


eoston oFrice, _ @¢MANUFAGTURERS 


195 ESSEX ST. 


NEW YORK OFFICE, LYNN, MASS., U.S: A: 


6268 MARBRIOGE BUILDING 
BROADWAY AND 34TH. STREET 








February 7, 1919. 


The Dayton Co. 
Nicollet Avenue, 
Minneapolis, Minn. 


ATTENTION:-MR. CHARLES KILBOURN 
Gentlemen: 


It is to your advantage to read this letter thru care- 
fully then come to a decision as to whether we are giv- 
ing you something that the other manufacturer is not; 
namely, insurance on the shoes which we sell you. 


Our motto is ‘‘THE SHOES YOU ORDER ARE THE SHOES YOU 
GET.’’ 


Before inputting your volume business we send you 

one half pair of each shoe you are interested in, show- 
ing what we can equal in case lots. You approve by lin- 
ing number this one half pair and retain it in your pos- 
session in order that you may measure case goods to the 
sample when you receive quantities on same. If they are 
not up to the sample, we take them back, passing credit 
to your account for the full amount. In this way we are 
insuring you against poor merchandise, and would say as 
to our success in this project that three quarters of 
our accounts are now closed by Trade Acceptance, which 
is proof conclusive that our system must be convincing 
buyers throughout the country that we are at least step- 
ping in the right direction. 





The best proof we have of the success of this system is 
to take you personally thru our factory and show you the 
plan in operation.. We would be very pleased to talk 
over this proposition with you, either in your city or 
here in Lynn at your convenience. 


Yours very truly, 
P. J. HARNEY SHOE CO. 


: 4 ; 
LL. LC I — Mgr. 





PS. Harney Shoe Gompany 


SHOES YOU ORDER ARE THE SHOES YOU GET 
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SATISFACTION 


Wen you recommend and sell Griffin 
Lotion Cream or Glace Kid Cream, 
you are making yourself stronger with your 
customer for these Cream Dressings for 
home use will keep footwear in excellent 
condition at very small cost—and very 
little trouble. 



















Feature these two 
Cream Dressings—the 
Griffin quality and iy 
Griffin reputation is lOtion CREAM 


behind them. 
. BOgTS SHOES 


 ESorvme Sat 



















Sell your customer 
satisfaction 








cream is to theskin. Black, light 2 
dark gray, Havana brown. Mat Stas 
(white). 3 oz. $20 a gtoss $1.75 a dozen. 


a 


FREE 
: 
[i 

cele 


GRIFFIN MFG. CO. 


69 MURRAY ST. 
NEW YORK, U.S.A. 


i 
Ht 
EF 





ie 
Fi 
a 
if 
RE 


| 
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March 10th Is the Date 


When the following real values will be ready 
for delivery. We are booking orders on the 
“‘first-come-first-served ’’ plan. 


Get on the Band Wagon Now! 


















































Growing Girls Misses Childs Infants 
No. 1906—Gun Metal Oxford Medium 
MOOG? ra... ... deo $2.15 $1.85 $1.60 $1.35 
No. 1907—Gun Metal Oxford English 
ee PR Oe See 2.15 1.85 
No. 1908—Cocoa Full Grain Oxford... . 2.50 
No. 1909—Cocoa Side Oxford Medium 
Last. ....5 ck ee 2.25 2.00 1.75 1.50 
No. 1910—Cocoa Side. Oxford Narrow 
Jet... §eeee a nk oe, es 2.25 
No. 1911—Cocoa Side Oxford English 
Lagby cece Fae eaee were. 2.00 
No. 4710—Men’s Cocoa Side Bal Eng. Last... .. $3.75 
No. 4711— “ “Side Blucher St. Fox . 
Mit BE Teles. SS 3.7 
& - eet No. 4712—Boys’ Cocoa Side Bal Eng. Last...... 3.25 a” 
No. 4715— “ ** “ Blucher St. Fox Me- I 
- eg Stee Vib cic: Foe ee 3.25 bis 
Case Lots No. 4713—L. Gents’ Cocoa Side Blucher St. Fox. 2.75 Branch 
Only No. 4714—-“ “ - “ “™ Bal Eng. Last.. 2.75 Offices 
Atlanta, Ga., oe ee 


801 Central Bldg. 


~ Albany, N. Y 
62 Hudson Ave. 


Leuisville, Ky., 
22 Kenyon Bidg. 





‘Victor Shoe Company "=" 


Philadelphia, Pa. 


Salem, Mass. aa aeeaen bs, 


Norfolk, Va., 


In Stock Department, 212 Summer St., Boston 114 W. Plume St. 
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LEVOR 
GRAIN 
KID — 


THE WHITEST 
WHITE 


IN THE 
SPOTLIGHT 


Stands the rays 


of investigation 
7-Yo) Gam @ 0) OF 9 Sas 8 09 (6950210) 2S 
IT eens colors” » 


G. LEVOR & CoO. Inc. 


MANUFACTURERS 
(63 OT ORS 33° S28 8 OO De ee & 


NEW YORK, 88-90 GOLD ST. 


ST. LOUIS- LEATHER EXCHANGE BUILDING BOSTON-145 SOUTH ST. 
JOHNSON, STEPHENS & PATTON LEATHER CO. THE G. LEVOR COMPANY 
MILWAUKEE — A.R. MILLER COMPANY 
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By Acting at Once You Can 
Save 75 Cents Per Pair 


These Boots Originally 
Jobbed at $4.50 $3; 


We're Closing Them Out at 


*3.75 


Per Pair 


In 
Case Lots 
Only 








We've just received these boots—the end of an order we 
placed a year ago—when we were jobbing them at $4.50. 


Made from Fine Dark Mahogany Calf 
Either Blucher or Bal—Blind Eyelets 


D Width Case Lots Only 
Only (24 Pairs to Case) 


Another Good Saving on These Play Shoes 














Child’s Chrome ws th 
Box Blucher = $1.15 
Stitchdowns V4 Sizes 814-11 
—Fall of Wear |. sail 











f/ 


S. ROSEN BERG, Boston, Mass. 


The House That Saves You 15% to 30% 
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DanielGreen 


Reg US PaOft 















PATENTED JULY 26 -1908- 





} 
| 
j 
y 
Ld. 


G. E. GREEN 





E. ‘L. SLITER 





JOHN QUIN 
Sales Manager 


These Daniel Green Salesmen 
Are Now on Their Way to You 


They’ve been delayed somewhat because of the unsettled 
condition of the market for raw materials. We wanted-to be sure of 


obtaining OUR quality of FELTS. 


“Pewmmpvorrsee’® Now that we are positively certain of this, the friendly 
folks whose faces greet you from this page will soon call on you with 
the 


1919 Line of Comfy Slippers 


Wait for them. They want to tell you about the steps 
we’ve taken to improve our service. Of course they’re chock full of 
enthusiasm for the 1919 line. You'll be enthusiastic, too, when you 
see it. Comfy Slippers are surely in a class by themselves. Save your 


orders. 


By the way, the Hamilton-Brown Shoe Company of St. 
Louis and Boston is our only selling agent this year. But we’ve in- 
creased our own sales force considerably. 


Remember that Daniel Green Comfy Slippers are the only 
nationally advertised slippers. That means they’re swift sellers. Of 
course they’re being imitated—that’s one of the penalties of success. 
But our good friends in the trade are turning a cold shoulder to the 
frauds. 

While our General Offices, including the General Sales 

Department, are now located at the Factory at Dolgeville, 

N. Y. we shall maintain display rooms in New York 

City at No. 116 East Thirteenth Street and in Boston at 

No. 110 Summer Street. 


Daniel Green Felt Shoe Co. 


Dolgeville, N. Y. 

































J. R. PHILLIPS 








DanielGreen 


—— 









Reg US Pec Off 











a I. J. MCGUIRE F. A. ELDRIDGE 





WM. T. GAUL 
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“FOR THE ETERNAL FEMININE ” 











mH 
FOOTWEAR/FOR WO/KEN 





EW lasts are ex- 
perimented with 
most carefully. Pat- 
terns are tried out 
many times until fit 
is assured, and the 
resulting models are 
given the most rigid 
wearing tests before 
their adoption inour 
line. 

Quality shoes for 
your customers are 
the result. 


GREGORY and READ CO 
LYNN~/MASSACHUSETTS. 
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Uniform 


Four million men carrying guns exactly 


alike. 


Four million men carrying packs exactly 


alike. 


Four million men wearing clothes exactly 


alike. 


Four million men wearing shoes exactly 


alike. 


That’s the meaning of the word uniform. 


Apply this principle to Educator Shoes and you get a 
uniform or standard shoe. 


That’s the beauty of Educators, they are always alike 


—same last—same pattern —same material — same 


quality — same consumer satisfaction. 


Educators are carried in stock by these Distributing Houses: 


The Rice & Hutchins The Rice & Hutchins The Rice & Hutchins 


New York Company Chicago Company St. Louis Shoe Company 
The Rice & Hutchins The Rice & Hutchins The Atlas Shoe Company 
Baltimore Company Cleveland Company ton, Mass. 
The Rice & Hutchins The Rice & Hutchins Joseph I. Meany & Co., Inc. 
Philadelphia, Pa. 


Atlanta Company Cincinnati Company 


Rice & Hutchins, Inc. 
20 High St., Boston, U. S. A. 














